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Watch for this 
advertisement in 
The Saturday Evening 
Post— 
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ILM Here are shoes that are going to ring up 
many a sale for alert dealers this spring. 

And here is a Freeman advertisement (shown in 
reduced size) which will register with a goodly share 
of the three million readers of The Saturday Evening 


Post, in the issue of April 16... just a part of Free- - 


man’s spring campaign. 
Freeman Two-Tone Grays fill in the gap between 
mid-March and mid-May, before white shoes come in 





—a dull time with most shoe dealers. If you haven't 
felt the demand for these smart styles, it is because 
you haven't stocked and shown them. 

Display and feature Freeman Two-Tone Grays. You 
will sell them! 


FREEMAN SHOE CORPORATION, BELOIT, WIS. 


Write for new 1938 catalogs and ask to have a Freeman representative schedule a meeting in your store 
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VOICE of the TRADE 


THE coming Leather Show at the 
Waldorf-Astoria, New York, March 
28-29, 1938, will be the twenty-first 
cooperative display sponsored by 
the Tanners Council. 

The single purpose to which 


WALDORF = 
ASTORIA 
MARCH 286-29 




















these shows were dedicated and the 
consistency with which that pur- 
pose has been maintained have 
steadily increased their importance 
and value. 

Attendance at the March Leather 
Show will be limited for the first 
day and morning of the second day 
to shoe and leather-accessory manu- 
facturers, wholesalers and retail dis- 
tributors. This policy was followed 
at the two shows held in 1937 and 
was inspired by the desire to give 
greater opportunity for direct con- 
tacts between the tanners and their 
customers. 

All restrictions upon admission 
will be removed during the after- 
noon of March 29 and a hearty 
welcome is extended to all allicd 
and supply branches of the shoe 
and leather trades to visit the ex- 
hibit at that time. 

Cards will be issued by the Tan- 
ners’ Council, 100 Gold St., New 
York City, to expedite the admis- 


sion of those entitled to attend the 
show during the first day and a 
half. 


* * * 


eJOHN D. ROCKEFELLER, Jr., 
with all his great wealth, is a reg- 
ular feller. He and a group of 
citizens of New York are sponsor- 
ing a plan for the Greater New 
York Fund—the collection of $10,- 
000,000 for charitable relief, to sup- 
plement the donations already made 
by individuals. The idea back of 
it is for business corporations to 
assume an extra share and an 
extra burden as corporations and 
workers for corporations. 

The meeting was held at the Cen- 
ter Theatre the other night and 
sitting with a group of shoe men, 
we naturally couldn’t overlook the 
shoes worn by the wealthiest man 
in America. Tuxedo-clad, he had 
on a pair of smart patent leathers, 
sartorially perfect and evidently 





extremely comfortable. He so rare- 
ly appears in public that we took 
occasion to note the evident en- 
joyment that he got out of partici- 
pating in such an affair. 


Page |! 


Several weeks previous, we had 
occasion to see him walking along, 
unattended, and in the course of 
his window shopping, he spent con- 
siderable time in front of Frank 
Brothers shoe window. A still fur- 
ther indication of his democracy 
was the fact that a noted columnist 
commented on the fact that he was 
seen coming out of a small tailor 
shop with a suit draped over his 
arm. 

In a world of snobbery, swank 
and silliness, it is refreshing to see 
a natural man, natural. 





WY ILLIAM R. PARROTT, execu- 
tive manager of the Shoe Fashion 
Guild of America, addressed a 
meeting of the Superintendents’ and 
Foremen’s Association of New 
York. He said: 

“Style is essential to the life of 
an industry. While it creates new 
desires on one hand, it causes ob- 
solescence of ideas on the other, In 
this way it plays a most important 
role in moving merchandise as well 
as injecting fresh interest, and 
promising additional beauty or sat- 
isfaction. 
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“Many substantial manufacturers 
are educating people to wear shoes 
that are in keeping with the bal- 
ance of their costume, but footwear 
still has a long way to go to win 
its rightful place in the respect of 
the consumer. 

“I might quote numerous ex- 
amples to prove to you that many 
women who spend a great deal on 
hats, which are very easily made, 
and on dresses and coats, which 
do not require the intricate opera- 
tions and the care and fine crafts- 
manship required in footwear, give 
little thought to the selection of 
footwear; although it is an unde- 
niable fact that the production of 
a pair of shoes requires more 
thought, effort and real craftsman- 
ship than any other article of wear- 
ing apparel. Shoes certainly have 
a greater bearing on the health and 
comfort of the wearer than any 
other article of apparel. 

“For these reasons, I advocate 
greater cooperation between all 
branches of this industry in an at- 
tempt to educate the people of 
America to appreciate the products 
of the industry in which you are 
engaged.” 


athe. AML 


WV) HO loves a parade? That is 
the question. Not the Fifth Avenue 
merchants for they are protesting 
the motor parade up Fifth Avenue 
on Saturday, April 30, as inter- 
fering with a very needed business 
day. 

May we recommend to Grover 
A. Whalen, president of the New 
York World’s Fair of 1939, that 
parades as well as expositions must 
move in the modern tempo. The 
great Tri-Boro Bridge would make 
a perfect parade ground and doubly 
so for a motorcade for it gives 
eleven miles of clear, uninterrupted 
display from the Bronx to Flush- 
ing Meadows—from the center of 
population to the Fair Grounds 
themselves. Then all people who 
love a parade could see the parade 
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SPRING FEVER 





—The poet says: "In the Spring a 
young man's fancy lightly turns to 
thoughts of love." 

—May we take the liberty of para- 
phrasing that fanciful thought in 
a more practical vein, to wit: 

"In the Spring a shoe man's fancy 
seriously turns to thoughts of 
trade." 

—For there is certainly something in 
the early Spring air that makes 
men think of trading— 

—Indians used to trade tomahawks 
in the Spring, Bedouins trade 
camels, farmers swap horses, 
cattle or cars, boys trade marbles. 

—And this Spring will be no excep- 
tion to the rule— 

—For the trading instinct in Man 
will struggle for expression. 

—The public will trade dollars for 
shoes— 

—The shoeman will trade these same 
dollars for more shoes, for wages, 
for store improvements, for 
snappy advertising: 

—And before we know it the millions 
of dollars in active circulation will 
make us forget all about the "re- 
cession." 

—And there you are! 


Sect & Te. 


President 





for its own sweet sake, without 
crowds, traffic lights or interference 
with mid-town business. 

So we propose the new bridge 
rather than Fifth Avenue as the pa- 


rade ground of the future. 
ik 


MIRS. MABEL POTTER HAN- 
FORD of Batten, Barton, Durstine 
& Osborn, New York, makes a very 
constructive suggestion: 

“Dale Carnegie suggests that suc- 
cess comes to that man who remem- 
bers names and faces. In industry 
I am convinced that success must 
come to that man who doesn’t wait 
for that, but beats the buyer to it 
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by announcing his publication and 
his name. The flush of gratitude 
for‘that from space buyers will far 
outrank any self-satisfaction a space 
buyer may get out of remembering 
who you are and what you repre- 
sent. I got a great kick out of 
learning that I was not the only 
space buyer who listened half an 
hour to a salesman’s story and 
then, when he had gone, drooped 
in my chair and murmured ‘Now— 
who the heck was he and what 
magazine was. he talking about?’ 
As a matter of fact, it has seemed 
to me that if the representative 
were really enthusiastic about his 
publication, he could not keep its 
name out of the conversation for 
long.” 

The same goes for shoes—iden- 
tify yourself, even if it seems 
repetitive. 





DOMINIC LA VALLE, over Sta- 
tion KFAC, Los Angeles, Calif., 
said: 

“Now the short skirt has made 
shoes the most important and proim- 
inent part of a woman’s costume. 
Shoes must be perfect in line and 
design. Their style must go with 
the costume you wear. With a cock- 
tail frock you would not wear a 
tailored oxford, or a dancing slip- 
per with a tailored suit. When 
fashions in clothes change, fash- 
ions in shoes change. This Spring 
all fashion trends combine to make 
women look taller. Skirts are high- 
er from the ground; the opera 
pump is flattering and fashionable 
and heels are higher.” 


* * * 


HIARRY E. FONTIUS, president 
of the National Shoe Retailers As- 
sociation, has appointed M. A. 
Mittelman of Detroit, Michigan, to 
represent the NSRA on the Board 
of Trustees of the American Retail 
Federation in Washington, D. C. 
Mr. Mittelman is a past-president 
of the National Shoe Retailers As- 
sociation and is widely known 
throughout the shoe and leather 
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trade. His acquaintance with the 
needs of the shoe retailers of the 
country particularly qualifies him 
to represent the NSRA on the Board 
of Trustees of the American Re- 
tail Federation. 


A FOUR-FOOTED shoe market 
opportunity! Czechoslovakia is now 
producing galosh type rubber shoes 
for cattle to be used for protection 
against the spread of hoof and 
mouth disease in that country, ac- 
cording to a report to the Depart- 
ment of Commerce from the office 
of the American Commercial At- 
taché, Prague. 

Although the hoof and mouth 
disease is not at present prevalent 
in Czechoslovakia, it is reported to 
have spread rapidly in neighboring 
countries and traces of the disease 
have appeared locally, the report 
stated. 

Sample pairs of the shoes have 
been completed by the Bata firm 
and will be tested by veterinarian 
and agricultural schools and re- 
search institutes in Czechoslovakia 
cooperating to determine the prac- 
ticability of the shoes as a preven- 
tive measure, it was reported. Man- 
ufacturers claim that the shoes will 
keep hoofs absolutely dry. 


* * * 


BB ARNEY BARUCH, master of 
finance and in his way a great 
American mind on the movement 
of merchandise, told a Congres- 
sional committee last week, the fol- 
lowing: 

“The single missing element in 
a great forward movement is a feel- 
ing of security—a belief that money 
can be spent or invested without 
confiscation of reasonable profits 
by inordinate taxation, that Amer- 
ican assets will not again be subject 
to some great arbitrary change in 
the value of money, that there are 
te be no further disturbing assaults 
on business either by some statutory 
change in the existing business pat- 
tern, or a general governmental 
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hostility or governmental competi- 
tive invasion of existing fields of 
private enterprise.” 


* * * 


THE Statistical Bulletin from the 
New England Shoe and Leather As- 
sociation reports: 

“Total shoe production of 1937 
of 411,968,780 pairs, just an- 
nounced by the U. S. Bureau of 
the Census, is less than one per 
cent under the record-breaking to- 
tal of 415 million pairs produced 
in 1936! The 1937 output was 
larger than anticipated because the 
totals for the first eleven months 
were increased by the inclusion of 
production figures not received at 
the time the monthly reports were 
prepared. Furthermore, as the to- 
tal for 1937 is only preliminary 
and subject to revision upward with 
the final completion of this Census, 
we venture to predict that the total 
output for 1937 will exceed 415 
million pairs, and will establish a 
new record high for the industry.” 


* * * 


THE New York City’s Shoemen’s 
Education Guild, a group of stu- 
dents cooperatively interested in the 
science of shoe service, has been 
meeting for a period of three years. 
It has been encouraging to see shoe 
fitters come from Connecticut and 
New Jersey for the Tuesday eve- 
ning meetings, which are held at 
358 Fifth Avenue, New York City. 

The educational advisor is Dr. 


qi 
N (Ge Hp 


h ig I en 


"Louder, Max. 


Arthur J. Weissblatt; the president 
is Alfred Williams and the secre- 
tary is M. H. Winkler. 

The lectures for the remainder 
of the current year will deal with 
practical application of what they 
have learned in case studies of shoe 
fitting. 

* * * 

THE annual inventory estimates of 
livestock on farms made by the 
Crop Reporting Board of the Bu- 
reau of Agricultural Economics 
The number of cattle on 
farms January 1, 1938, was esti- 
mated at 65,930,000 head, a re- 
duction of 518,000 head, or 0.8 
per cent, from a year earlier. 
Changes in numbers during 1937 
varied considerably among the va- 
rious states, with numbers down in 
17 states and unchanged or up in 
the others. Sharp reductions oc- 
curred in the states from Nebraska 
to Texas and increases in most of 
the other North Central States. 
The value per head on January 1. 
of $36.64 was $2.57 higher than a 
year earlier and the highest since 
January 1, 1931. The total value 
of $2,415,690,000 was about $152,- 
000,000 larger than a year earlier 
and the largest since 1931. 


* * * 


were: 


*°IN style as in life, the way to 
win is to be always a step ahead,” 
is the motto in big block letters 
on the wall of a store in New York 


City. 





She wants proof that you're soling her shoes." 
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The RECORDER 
LOOKS IN AT A 


BBACK at the turn of the century when business in 
Chicago was still feeling its oats, two ambitious young 
men, one an energetic Irishman, the other a creative 
and artistic Jewish lad, were working together in the 
old Ruppert’s Shoe store. 

One, the store window trimmer, was the late Julius 
A. Goldberg, the other John O’Connor, the store man- 
ager. They were both kept pretty busy during work- 
ing hours concentrating on the task of learning the 
shoe business, but over the lunch counter and after 
working hours, they put into long discussions and 
talks their dreams for a shoe store of their own. 

Finally, out of these dreams was born the now 
famous footwear firm of O’Connor and Goldberg. 
February 28 was the 35th anniversary of the open- 
ing of their first store at 6 South Clark street. Despite 
the fact that O’Connor and Goldberg has since become 
synonymous with women’s high styled shoes, the first 
store was devoted exclusively to men’s shoes. But as 
time went on, both of these far-seeing young mer- 
chants saw a rich and fertile market and made high 
styled shoes, then an untouched field, their chief stock 
in trade. 

Mr. Goldberg, who had millinery training, was 
color conscious and had an inborn sense of style. He 
realized that until that time there had been no style, 

[TURN TO PAGE 29, PLEASE] 
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BIRTHDAY... 


JOHN O’CONNOR 


And, at the top of page, the newest in the O’Connor & 
Goldberg group of stores, at 59 West Madison Street, Chicago. 
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TARIFF REDUCED ON SOME TYPES 
OF 
CZECHOSLOVAKIAN 
FOOTWEAR 


L ong-Debated Trade Agreement, As Signed 
by Secretary Hull and Czechoslovakian Min- 
ister, Gives Concessions Up to 50 Per Cent on 
Prevailing Duties, Subject to Proviso if Im- 


ports Rise — Present Tariff Continues on 


Cemented Shoes. 


WASHINGTON, D. C.—Signed Monday of this week, 
the United States-Czechoslovakian trade agreement re- 
duces the American duties on McKay sewed shoes from 
30 to 20 per cent, on molded sole sandals from 20 to 
10 per cent, and on leather soled shoes with fabric 
uppers from 35 to 25 per cent, while the present duty 
of 20 per cent was bound on cemented shoes, the most 
competitive type. The State Department announcement 
of the agreement said that in effect it so limits the 
United States concessions on leather footwear as to 
assure to the domestic shoe producers close to 99 per 
cent of the total United States shoe market in quantity 
and well over 99 per cent of it in value. 

The concessions on shoes made to Czechoslovakia 
are accompanied by a proviso that if imports in any 
year exceed 114, per cent of the average annual domes- 
tic production for the preceding five years, of “boots, 
shoes and slippers, other than rubber,” as reported by 
the Bureau of the Census, the United States may, after 
consultation with Czechoslovakia, increase the rates of 
duty on imports in excess of this percentage of the 
classes of shoes covered by the agreement. 

The agreement will provisionally become effective 
April 6, pending declaration of the National Assembly 
of Czechoslovakia. It will continue in force till April 
15, 1939, and indefinitely thereafter until six months’ 
notice of termination has been given by either country. 

The concessions granted to Czechoslovakia also apply 
to all other countries with which the United States has 
most-favored-nation treaty agreements. It, therefore, 
applies to other shoe manufacturing countries which 
export to the United States. The new agreement does 
not apply to Germany, but Secretary of State Hull has 
in effect invited Germany to enter into a reciprocal 
tariff agreement with the United States. 

Footwear duties were the most controversial items 


discussed at heated hearings on the United States- 
Czechoslovakian trade agreement. Domestic shoe manu- 
facturers and members of Congress from shoe manu- 
facturing sections vigorously protected any concessions 
in American duties. They pointed to growing imports 
from the Bata Shoe Co. 

The 114 per cent of the annual domestic production 
of shoes covered by the new agreement during the past 
five years is 4,796,000 pairs. Should imports from all 
countries be greater than this total, the United States 
could, in the absence of a satisfactory agreement, in- 
crease the tariff rate for application to the excess above 
that figure. 

It was stated that imports of shoes covered by the 
trade agreement in 1937 totaled 4,163,000 pairs, of 
which Czechoslovakia supplied 3,653,000 pairs. This 
volume can be increased by 633,000 pairs before the 
quota restriction can be put into effect. Czechoslovakian 
shipments to the United States in 1937 of shoes with 
leather soles and fabric uppers were valued at $187,654. 

In addition to the protective quota restriction the 
agreement contains an “escape” clause which provides 
that the terms of the agreement may be set aside in the 
event of severe currency fluctuations or if imports from 
a third country of commodities on which concessions 
have been made exceed expectations. 


Wasuincton, D. C.—Aroused over the reciprocal 
tariff negotiations with Czechoslovakia because of 
the proposal to reduce American duties on American 
footwear, Representative Bert Lord, Republican of 
New York, in a speech in the House Feb. 28 ap- 
pealed to the majority party to repeal the law giving 
the President the right to make trade agreements and 
restore the authority to Congress. Coming from the 
district in which is located the plant of the Endicott- 
Johnson Corporation, Endicott, N. Y., Mr. Lord said 
that shoe workers have not been working more than 
50 or 60 per cent of full time, and that a large per- 
centage of shoes manufactured has gone into storage, 
yet factories have been kept running just to give em- 
ployees as much work as possible. 





SPRINGTIME is the season for making shoe stores 
more attractive, both inside and out, by redecorating, 
refurnishing, modernizing and taking care of all the 
changes and improvements that are needed to keep 
your store up-to-date. There’s something in the air that 
makes everybody, from the housewife to the business 





INTERIOR photograph of the beautiful new 
women’s shoe department recently opened in 
the store of Woolf Brothers, Kansas City. Note 
the special attention given to interior merchan- 
dise displays, including artistic shadow boxes 
for shoes and accessories, and even the illumi- 
nated platform with full length costume display. 


executive, eager to clean house, rearrange and re- 
decorate. The public responds at this time of year to 
the sales appeal that’s new, fresh and different, and 
since everybody forms his or her first impressions of 
your store and its merchandise on the basis of the 
store’s physical appearance, it becomes exceedingly 


RENEW SHOE STORES in SPRINGTIME 


Both 


AN unusual and very effective 
window showing of Spring 
shoes and accessories by Bonwit 
Teller, Fifth Avenue, New York. 
The painting in the background 
commands attention, while the 
tulips give a touch of Spring. 


Inside and Out 








eh ee Pee 


A window display by Woolf 
Brothers, showing a group of 
shoes in Parisand, one of the 
new Spring colors. Simple, yet 
carefully arranged, a grouping 
of this kind focuses the atten- 
tion of prospective customers on 
the fashion points of the shoes. 


NOTE the ingenious arrange- 
ment of interior display space in 
the women’s shoe department at 
Lord & Taylor’s in Fifth Ave- 


nue, New York, as illustrated 


in photo below. Extra sales 


often result from well planned 
interior displays which convey 
a silent suggestion to the cus- 
tomer “at the point of sale.” 


And Make Displays of Shoes and Accessories a Prime 


Objective in Planning Store Fronts or Interiors 


important to give them something fresh, different and 
appealing at this particular season. 

It’s quite impractical, of course, for every store to 
undergo a complete change of front and _ interior 
decoration every season or every year. Many stores, 
no doubt, will go the full distance this year, for con- 
struction costs in most localities are reduced, terms of 
financing are favorable and now is an ideal time to go 
ahead with plans for store modernization and improve- 
ment, which in many instances have been long _post- 
poned and are greatly needed. Other stores have car- 
ried out improvement plans within the past few years, 
and are still in excellent condition, requiring only some 
minor change or improvement here and there. 

But regardless of how recently you may have im- 
proved your store, don’t forget that some change of 
appearance is always a good thing to keep people 
interested. Perhaps it is only a change in the style of 
window backgrounds and treatments. Perhaps some 
new: display stands and fixtures. Perhaps a rearrange- 
ment of furniture within the store, with some new items 
of equipment here and there. But make it a point to 
do something during this Spring season to give your 


store a new look and thereby impress customers with 
the thought that “Here’s an outfit that’s up-to-date and 
on its toes.” 

Every shoe merchant who is considering moderniza- 
tion plans, or extensive alterations affecting either his 
store front or interior, should make it a special point 
te provide for effective merchandise displays. This 
means that in planning a store front, primary con- 

[TURN TO PAGE 33, PLEASE] 

















COLUMBIA, MO., is distinguished for its development 
as an educational center. 

With a population of 15,000, exclusive of university 
and college students, this city of shady streets and 
attractive homes is located in a region of low wooded 
hills and limestone bluffs, 10 miles from the Missouri 
River and midway between St. Louis and Kansas City. 

Small cottages of modern design and more expensive 
residences are intermingled from Sunset Hill on the 
west to the Country Club on the east, a distance of 334 
miles. Facilities for recreation of every sort are at 


Guy Broadhurst, manager of 

Leon’s Shoe Store, fits Charles 

Phillips, advertising manager 

of Station KFRU, with a new 
pair of shoes. 
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COLLEGE 


But Fashion Is Also an Important Factor 
in Selling Shoes at Columbia, Mo., One of 
the Towns Recently Studied in Consumer 
Survey by U. S. Department of Agricul- 
ture—With Two Women’s Colleges and 
the University of Missouri, College Trade 
Is Dominant Factor in This Interesting 
Community of 15,000 Population Mid- 
way Between St. Louis and Kansas City. 


The Gothic Memorial Tower on the 
University of Missouri campus, erected 
in honor of the alumni who gave their 


lives in the World War. 


hand—two public golf courses, two outdoor swimming 
pools, public playgrounds for the children, and hunt- 
ing, fishing and camping nearby. 

This word picture of Columbia was presented by 
C. R. McCallister, executive secretary of the Columbia 
Chamber of Commerce, to a Boot AND SHOE RECORDER 
reporter. The town has a cosmopolitan atmosphere, and 
the five shoe specialty shops of this city cater to a 
great variety of demand. 

The University of Missouri and the two colleges for 
women located here have an investment at present of 
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GIRLS DEMAND FOOT COMFORT 


by 
HOWARD BARMAN 





Gail F. Henderson, manager of Blankenship’s Shoe Store, 
looks for a pair of low oxfords which a University of Missouri 
co-ed wants for campus and classroom wear. 


“This should be popular with the college girls,” says Edward 

Bihr, holding a new evening slipper, to Arthur L. Hulen, on 

extreme left, and G. C. Helm, co-managers of the C. B. 
Miller Shoe Co. 


$12,323,133.56 in buildings, equipment and grounds. work including music, dramatics, art, the dance, horse- 
The annual expenditures of these institutions, their manship and athletics. 
faculties and students amount to over $7,999,500. [TURN TO PAGE 41, PLEASE] 


The University of Missouri with a current 
enrollment of 4500 offers instruction in sci- 
ence and the liberal arts, agriculture, admin- 
istration, education, engineering, home eco- 
nomics, journalism, law, medicine, music and 
other fine arts. 

Stephens College, a junior college for 
women and enrolling 1200 girls from 47 
states is nationally known for its progres- 
sive educational policies. It has developed 
from the Lucy Wales Academy, established in 
Columbia in 1833. It offers liberal arts 
courses leading to the B.A. degree and spe- 
cialized courses. 

Christian College, a fully accredited jun- 
ior college for women, was incorporated in 
1851 under the first charter granted by the 
Missouri Legislature for the college education 
of women. The 1937-38 enrollment totals 
350. The college offers two years of college 


Elton Light, Novus Shop salesman, fits a pretty University of Missouri 
co-ed with a new pair of shoes but she, at the moment, seems more 
interested in the photographer. 






































LET'S go a step further on the subject of allegiance 
that we opened up last week. Allegiance to country 
comes first. How far down the line of allegiance should 
we place loyalty to the man or firm for whom we work 
and from whom we receive wages? On that subject 
rests an entire conception of modern labor relations. 

What a terrible thing to contemplate—bitterness be- 
tween persons who have been associated, one with 
another, for many happy years. It almost seems im- 
possible, even in this mad world, to find within the 
four walls of a little store such discord. It isn’t wages 
or unionization but a sullen class of employer and em- 
ployee that has developed in the past few years and 
that may take many years to dispel. For employee to 
go one way and management the other is only to destroy 
the business in which both must be cooperatively inter- 
ested, in service to the public. 

Many a store, paying the asked-for level of wages, 
and acknowledging the principle of collective bargain- 
ing, is face to face with this spirit of resistance that 
brooks no flexibility to operations, in type of work, in 
hours, in gainful effort. In so many cases it is not 
“our store” but a “work-place.” Gone is the spirit of 
fight for a sale, fun for friendship’s little contacts and 
“let’s win together.” Today, it’s “get mine,” let the 
business rise or fall by someone’s else’s effort and 
worry. Unbelievable as this may seem—the facts re- 
main—employment is a matter of hard self-interest 
rather than common effort and helpfulness to increase 
and sustain the business for the permanency of store 
and work as well. 

Even in these days of economic stress, the allegiance 
is more often to some organization external to the 
store, shop or industry—when it must be obvious to 
all that meeting a payroll is an heroic job for nearly 
every business and that work makes wages possible. 
To be reluctant to “pull a stout oar” in the boat that 
is trying to move ahead in troubled economic seas, is 
mote than mutiny—it’s economic suicide. To indulge 
in sullen sabotage is traitorous—for spoiled work, 
shirked work and malicious insubordination is evident 
in the building of many things, from ships to shoes. 


A Closer Allegiance in Shop and Store 
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OUTLOOK 





By ARTHUR D. ANDERSON 
‘EDITOR, BOOT AND SHOE RECORDER 


All these things have come to pass in an age which 
should have had all the benefits of enlightenment and 
education. It’s time to renew the allegiance to busi- 
ness—for if business is to live, it must have honest 
work, cooperative effort and common faith and en- 
thusiasm for its progress. This is no time, or ever, for 
alien philosophies—the American way is for open 
ambition to have its path clear to the top. To bring 
about class consciousness is to kill the spirit of Amer- 
ican enterprise, with its opportunity for everyone. 

Henry Ford said last Saturday: 

“The greatest era this world has ever known 
lies ahead. I feel the present generation will 
enjoy the greatest prosperity ever known. Scien- 
tific inventions and mechanical improvements are 
making things easier for us, and out of leisure 
comes civilization. Unemployment can be com- 
batted by providing technical education for youth.” 


True, providing the education is not of alien birth, 

bred in discontent, grown in “something for nothing” 
teaching and based on shirking, not working. The real 
progress comes in spirited competition for excellence— 
in goods and in services. 
_ Give thanks for a job—and give all you’ve got to 
make it possible for wages to continue. Listen less to 
the disturber in your midst and more to the voice of 
experience showing how to do a better day’s work. 
There is no WPA road to wealth—down that path is 
less work, less money, less respect. The way is made 
easier when employer and employee stand hand in 
hand, with a smiling face toward the public. 

No business, particularly in shoes, is able to make 
an extra profit in these intensely competitive days—it 
is having a hard enough time to honor its obligations, 
pay for its goods, meet payrolls, pay taxes—and hope 
for something over, to be used as reserves for the 
continuance of business. 

















e There just isn’t any doubt 
about the extra sales appeal 
possessed by shoes equipped 
with either of these tough, 
handsome, Goodyear heels. 


If there were, you wouldn’t 
find shoe manufacturers so 
willing to stand the extra cost 
of the Goodyear Custom and 
the Goodyear Wingfoot. 


And, as a matter of fact, 
manufacturers use more of 
these two heels than of all 
other kinds of blind-nailing 
heels combined! 


Proof—that they know their 
fine appearance and great 


name help you sell shoes! © 


BOOT AND SHOE RECORDER, March 12, 1938 





HEEL 


THE GREATEST NAME 





MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY 


GOODYEAR 
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HEEL 


GOODYEAR 
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OTHER KIND 
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New Hit Movie on 
Way to Public Now! 


On March 26th “College Swing” will 
start sweeping the country . . . with it’s 
huge cast of “big time’”’ stars . . . in- 
cluding George Burns, Gracie Allen, 
Martha Raye, Bob Hope, Edward Ever- 
ett Horton, Ben Blue, Betty Grable and 
Jackie Coogan! Full of musical hits and 
a brand new, grand new dance that 
promises to be another “Big Apple”. . . 
the “College Swing” . . . created by 
LeRoy Prinz, Paramount Dance Director. 


qn thy, 


STEP 


% < 
"£0.@.Q8° $6.75 to 


JOHNSON, STEPHENS & SHINKLE SHOE COMPANY.. 
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PARAMOUNT 2%, 


To Feature Ruytam Step SHoes 
In Toe Greatest Movie TEstTIMONIAL 
Given A Woman's Suoe! 





Advertised in 6 Popular Magazines 
to Nearly 3,000,000 Women 


ETTY GRABLE in “College Swing” means Betty Grable dancing in 

lovely Rhythm Step shoes! And a big full-page advertisement in April 
issues of True Confessions, Hollywood, Screen Book, Romantic Magazine, 
Movie Story and Motion Picture magazines will tell this exciting story to 
nearly three million women all over the country. It will tell how Betty Grable 
discovered extra, buoyant support in shoes light and youthful enough to star 
in this latest “swing” picture ... Rhythm Step shoes! These magazines will 
be on the newsstands March 15th . . . and this sensational new Paramount 
picture will be shown in your favorite theatre soon. Backing Rhythm Steps 
with the most enthusiastic style testimonial ever given a shoe with extra com- 
fort ...in the latest dance hit “College Swing!” 








COMPLETE TIE-UP PACKAGE —————— 
FOR LOCAL SHOWING OF 
“COLLEGE SWING” 


There’s a world of wonderful Rhythm Step publicity for 
dealers in this new “big time” picture! And, so you can make 
the most of it in bringing customers right to your store for 
Rhythm Step shoes, Paramount will distribute over a million 
“College Swing’’ dance books . . . featuring Betty Grable’s 
testimonial for Rhythm Step shoes . . . a book that’s avail- 
able for you to give to your customers! And, in addition, 
we will supply you with advertising mats tying in with this 
picture . . . and Rhythm Step one-minute radio spot record- 
ings for your local stations, with Betty Grable’s voice .. . 
made right in Hollywood! Get ready to ‘“‘go to town” with 
“College Swing’? and Rhythm Step shoes! Get this sensa- 
tional tie-in material for Rhythm Step shoes and your store 
now! 





Wire ... Phone or Write Imediately 
for Details 


° Slightly High 
$7.75 Retail West of the Rockies 


ST. LOUIS, MISSOURI 
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The 


RECORDER 


Candid Commentator 


Above: Miss Joy Hodges, celebrated actress of the cast 
of “I'd Rather Be Right,” was the guest of honor at the 
recent opening of the new Florsheim women’s shoe salon 
at 41st Street and Fifth Avenue, New York. Miss Hodges, 
assisted by T. E. Lyons, manager, cut the Pliofilm with 
which the store was covered at the opening ceremonies. 


Above: Miss Cecil Cunningham, Paramount actress, 
claims the largest feet of any actress in Hollywood. 
“I can beat Garbo, Edna May Oliver, Jean Muir and all 
others who have a reputation for oversized pedal. ex- 
tremities,” she says. “These 9 triple As are even now 
getting a little small, so where we go from there is 
entirely in the hands of my shoe man.” 


Above: Joseph Lonigro, “maker of shoes for 

great men,” while on a recent visit to Milwau- 

hoa, Vis., displayed his skill at hand shoe- 

making in the window of the local Hanan 
Shoe Store. 


Left: Joe Di Maggio, one of the leading figures 
in the baseball world, was a recent visitor at 
Mellin’s Jarman. Shoe Store, 1441 Broadway, 
New York. Joe was an amiable customer and 
was quickly fitted with new shoes by H. M. 
Hamel, manager of this newly-opened store. 
Later Joe agreeably autographed the photo. 
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Official _Two-Color POSTERS 
for National FOOT HEALTH WEEK 


ORDER NOW! 


This striking orange and black 
poster is the official insignia of 
the biggest shoe promotion 
event of the year. Start your 
program now to tell your 
community 


FEET IN ACTION 
NEED SHOES THAT FIT 


National Foot Health Week 
May 2nd to 7th 


These official Posters are BLACK and ORANGE 
on heavy offset paper, size 17 x 22 inches 


5 for $2.00 100 for $18.00 20 for $4.50 
10 for $3.00 (WE PAY POSTAGE) 30 for $6.00 


These official posters are a necessary part of your promotion program. 





MATRICES OF SIX 


R. E. ANDRUSS—BOOT AND SHOE RECORDER 
POSTERS as We: Shes Ok, Sie FOOT HEALTH WEEK 


ILLUSTRATIONS 
SHIPPED eo FOOT HEALTH WEEK POSTERS, 


SETS of matrices of FOOT HEALTH WEEK Included are reproduction 
F LA T of Foot Health Week Pos- 
Mail C.O.D. ter in two sizes, and four 
other timely illustrations 


for $1.50. 
FOOT HEALTH WEEK 


ADVERTISING 


PLEASE PRINT YOUR NAME PLEASE MAKE CHECKS PAYABLE 
AND ADDRESS CLEARLY TO BOOT AND SHOE RECORDER 
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LIGHTING PLAYS IMPORTANT PART 


WALK-OVER 


wane? 


Correct and adequate lighting helps to make these display 
windows, though small, both attractive and effective mediums 
of show merchandise. 


AN outstanding example of what can be done to make 
a small store an effective and attractive merchandising 
unit, is shown by the recently-opened Walk-Over Shoe 
Store in Evanston, IIl. 

Lighting arrangements played an important part in 
designing of this store and might serve as an example 
to small store owners who are faced with similar prob- 
lems of display. The exterior of the store is an ex- 
cellent example of the modern trend in low display 
windows and luminous front advertising for the small 
store. The bulkhead and transom areas are faced with 
black Vitrolite glass and on the latter, a high intensity 


Arrangement. of built-in dis- 
play and storage space in 
this new Walk-Over store, 
both from the point of view 
of merchandising and attrac- 
tiveness, shows what can be 
done by the small store 
owner when faced by the 


problem of lack of space. 


IN EFFECTIVE 
SHOE DISPLAYS 


N ew Walk-Over Shoe Store in Evans- 
ton, Ill., Shows What Can Be Done in a 
Small Store With Proper and Adequate 
Lighting, to Increase the Selling Power 


and Attractiveness of Windows. 


green Neon sign is superimposed. This is particularly 
effective due to the shallow spacing between “tube” 
and the polished black background. Since the display 
windows are only five feet in height, there is ample 
space in the area above the window for the recessed 
awning bar and the effective electrical sign. 

Display window lighting is accomplished by a sys- 
tem of recessed reflectors of 200 watt size with louvers. 
These are placed on 14-in. centers and controlled by 
two time switches. The lighting intensity in the win- 
dows measures approximately 300 foot candles and 

[CONTINUED ON PAGE 29] 
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The Recorder Looks In 
At a Birthday 


[CONTINUED FROM PAGE 16] 


ne imagination, no real color in women’s 
shoes. “To him,” Mr. O’Connor states 
in reminiscing on the firm’s growth, 
“belongs the honor of being the first to 
bring a feeling for color, style, and in- 
dividual designing into shoes for the 
women. He not only began to sell 
women’s shoes he began to make them. 

“His first creations,’ Mr. O’Connor 
stated, “were daring, more daring of 
course in that staid conservative period 
than they were later when the public 
had been educated not only to accept 
but to demand them. Needless to say 
these first creations took not only the 
city of Chicago by storm, but were 
copied all over the country. And Mr. 
Goldberg continued to create, not one 
or two pairs a year but pairs by the 
dozens and hundreds.” 

As the style business grew, Mr. Gold- 
berg, in seeking original and unusual 
designs, went also to the style capitals 
of Europe. Eventually a Paris studio 
was established which now serves as 
a central gathering point for all the 
latest creations, style news, and ideas 
of the continent. For a number of years 
Mr. Goldberg made all of the European 
buying trips himself. Later he was 
accompanied by Paul Siegel, who final- 
ly took over these duties and who is now 
head buyer of women’s shoes. Two 
trips a year to Paris plus any number 
of flying trips to Hollywood are only 
a minor part of his schedule. 

Today this pioneer Chicago organiza- 
tion has 13 stores situated throughout 
the city, the last being opened in March, 
19386, at 59 West Madison. The main 
store at State and Adams was the sec- 
ond of the group. It opened March 11, 
1905, on the first floor only, but has 
since spread to the second floor. Now 
the first floor is devoted to men’s shoes 
and the second to women. It is signifi- 
cant, perhaps, that this main store is 
located in the Republic building, noted 
as the shoe center of Chicago. 

The desire to create and design in 
the higher priced field resulted in 1908 
in the opening of the Costume Booterie. 
Today the shopping mecca of many of 
Chicago’s leading society women, this 
store has become famous not only for 
its super-crafted shoes but for its 
original handbags as well. 

Nor need the men feel neglected, for 
they have a store exclusively their own 
at 118 West Van Buren. 

A complete line of men’s shoes is 
also carried at all other stores except 
the Costume Booterie. Harry Silver, 
who is recognized as a leading author- 
ity on men’s shoes, is buyer. 

Mr. O’Connor makes the rounds of 
most of the stores nearly every day. It 
has always been his policy, as it was 
also the conviction of Mr. Goldberg un- 
til his death March 12, 1936, to “stick 
with the business.” ‘Success doesn’t 
come,” Mr. O’Connor states, “by leav- 
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USERS 
like them 


and metatarsal arches. 
leather topp with sp 





install. 
$5.40 Dozen Pairs 


Design Cloverleaf Metatarsal. 
and gives more support to the Metatarsal Arch. 
$6.00 Dozen Pairs 

No. 5—Like No. 1, 


longitudinal arch. Makes walking a pleasure. 
$7.50 Dozen Pairs 


tremely popular. Identical with No. 

Right and Left Metatarsal Support. 

terial and workmanship. 
$6.00 Dozen Pairs 


All styles in following sizes: 
Men’s: 6-7-8-9-10-11-12—Wide Only. 
Women’s: 








$60.00 Gross Pairs 


No. 4—Exactly like our No. 1 Insole, but with our Special 
This fine pad is a little wider 


$64.80 Gross Pairs 


except that it has a very resilient 
sponge rubber bottom shaped to cushion heel and support 


$81.00 Gross Pairs 

No. 6—A late addition to our line which has proved ex- 
1, except that it has a 
Same high quality ma- 


$64.80 Gross Pairs 


3-4-5-6-7-8-9-10—-Wide and Narrow Widths. 


SCOTT FOOT APPLIANCE CO. 


OMAHA, NEBRASKA 


You Il like the BiG PROFITS from 


Scotts METATARSAL a 


No. 1—Fitting perfectly into the natural place beneath the 
foot, this fine article gives support to both the longitudinal 
Made from a fine grade of calfskin 
g ge rubber supports and a good split 
leather bottom, it is light in weight, substantial and easy to 


This is ait 
oneof the 
exclusive 
Scott LINE 
of PROFIT 

MAKERS 


SCOTT FOOT 
APPLIANCES 
Sold only 
through retail 
Shoe Stores 
and Shoe 
Departments 





Write for Complete Scott “Profit Line’ Catalog 





ing the details and operation up to 
somebody else. Both of us always firmly 
believed that the only way to keep our 
business alive and growing was to do 
a lot of the work ourselves and to 
prove our interest and enthusiasm by 
being a part of all activities.” 

Mr. O’Connor is proud of the fact 
that his son, John, Jr., is now a member 
of the firm and is being steeped in the 
same traditions. At present he is one 
of the assistant buyers for the ladies’ 
shoe department. 

Mr. O’Conner is president of the firm. 
Alice M. Been is assistant secretary 
and John D. Watkin, assistant trea- 
surer. 


Lighting Plays Important Part 


[CONTINUED FROM PAGE 28] 


effectively brings out the details of the 
merchandise. 

The interior is lighted by a well 
designed system of direct units mounted 
flush in the ceiling and equipped with 
a series of glass ring louvers. In addi- 
tion to the 30-ft. candles of general 
lighting on the interior, there is a very 
effective built-in display space around 
the entire room provided above the 
65-in. shelving and lighted by reflectors 
concealed above the display and be- 
hind suspended walls. 


Spaulding Holds 
“Safety” Party 


ROcHESTER, N. H.—The Spaulding 
Fibre Co. tendered a “Safety Party” in 
the City Hall auditorium, here, re- 
cently, in honor of employees of the 
shoe counter department of the North 
Rochester plant, who established a 
record of more than 950,000 man hours 
of work without a lost-time accident. 

Workers at the Rochester plant, in 
charge of Robert Marsh, who lost no 
time due to mishaps within six months, 
and employees of the fibre department 
at the North Rochester factory, who 
had a similar record for 17 months, 
were also guests at the party. 

Major Ernest C. Blackwell, general 
manager of the Spaulding concern, and 
agents of insurance companies which 
carry policies on the workers, com- 
mended them for their carefulness in 
running their machines. 

The company is headed by Huntley 
N. and Rolland H. Spaulding, brothers, 
and both former governors of New 
Hampshire. 


New Store for Baltimore 


BALTIMORE, Mp.—Alperstein’s Shoe 
Store, at 755 Washington Boulevard, 
opened recently. Footwear for the 
entire family will be carried, with em- 
phasis on women’s shoes. 
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W. HARVEY MILES 


66) UNK” McINTYRE, better known to the world at 
large as O. O. McIntyre, America’s former ace news- 
paper columnist, was a lovable type as a boy, and one 
who was ready at any time for a childish prank, accord- 
ing to W. Harvey Miles of 933 Salem Avenue, Dayton, 
Ohio, who was a boyhood schoolmate of the noted col- 
umnist when they were both attending the Gallia Acad- 
emy in Gallipolis. Miles is the fourth oldest employee 
in point of service with Roberts, Johnson and Rand 
branch of International Shoe Company, St. Louis. 

Mr. Miles, who is two years older than his childhood 
playmate, attended the funeral services of Mr. McIntyre. 

The Dayton correspondent of Boot anp SHOE RE- 
CORDER obtained an exclusive interview with Mr. Miles 
on his recollections and memories of those fond school 
days. Let Mr. Miles tell the story in his own words. 

“Odd was virtually an orphan,” said Mr. Miles. “His 
father had sent him to live with his Aunt Kate and his 
grandmother, both of whom you have read about in his 
writings. He was very fond of his grandmother and 
his aunt, too. He missed that mother-love that every 
boy needs. 

“I was about 12 years old when Odd came to town. 
He was a very lovable type of a boy and had a certain 
fascination about him which won him friends from the 
start. When Odd first came to town, he lived near my 
grandfather on Court Street, next door to Banker 
Henking. He and I used to play in the old McCormick 
barn. 

“Truly, I believe it was Odd’s early background 
which he obtained in school which was a great factor 
in his later life. When we were in the ninth grade, 
Mrs. Anna Newsome, our teacher, who was really loved 
by every one in the class, used to read to us passages 
from Longfellow’s Evangeline and other literary gems. 





- 
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SHOE SALESMAN 


WAS 
Of 0. 0. MeINTYRE 


SCHOOLMATE 


W. Harvey Miles, of Dayton, Ohio, Recalls Boy- 


hood Experiences and Schoolboy Pranks of Famous 


Columnist at Gallipolis. 


I really believe these readings had much to do with the 
forming of a sound foundation for Odd’s literary career 
later on. 

“I said we all loved our teacher, Mrs. Newsome. We 
did and she ruled that class by love. Everybody used 
to bring her roses and when we were bad she would 
refuse to accept them. ‘Odd used to jump the fence on 
the yard of John Dages, who was a wholesale shoe 
jobber then and lived but a block from the school. 
That’s where his roses for Mrs. Newsome came from. 


S6@PUR music teacher, Miss Nellie Gatewood, was an- 
other whom we all loved. When mandolins became the 
vogue, Odd headed up our mandolin club. He was also 
a clever endman in the home talent shows we used to 
stage, and he and Alfred Resiner used to give a good 
buck and wing dance while they were black-face 
comedians. I remember we staged the F.S.G.A. minstrel 
show. Those initials stood for Former Students of 
Gallia Academy and we formed sort of a fraternity 
called the F.S.G.A. 

“Odd was given to schoolboy pranks. | recall one 
time when a Japanese boy who had been sent to this 
country to be educated and Odd caused quite a furore 
among the girls in the class. This Japanese boy lived 
on a farm two or three miles from town and one day 
while he was cleaning out a corn crib came across a 
nest of baby mice. He told Odd about them and the 
result was that the mice were brought to school and the 
Japanese boy and Odd would release one about every 
half hour which sent the girls scampering to the tops 
of their chairs.” 

Odd McIntyre was an athlete during his school days 
and he and Miles were on the same football and base- 
ball teams together. [CONTINUED ON PAGE 31] 
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Select4 MOHAWK 


HY this nation-wide swing of Shoe Stores to 
Mohawk? The answer is that Mohawk FloorCover- 

ings have a definite, traceable part in increasing shoe sales. 
Mohawk Carpets provide a rich, luxurious background 
against which the customer gets his first impression of 
. and a shoe that looks well is half sold. 
Next, Mohawk’s rich, deep pile, and soft texture make 
the shoe feel comfortable in those first testing steps . .. 


the shoes. . 


and the sale is completed. 


Mohawk Floor Coverings are available in a wide range 
of designs and colors, in a line particularly suitable for 
shoe stores. They are available in various grades of the 
many different weaves, and in a price range to meet 
any store budget. Luxury, wide selection, economy of 
price, long wear, negligible upkeep . . . all combine 
to make Mohawk the natural floor covering for you. 


LOS ANGELES 


MOHAWK CARPET MILLS 


295 FIFTH AVENUE, NEW YORK 


REGIONAL SALES OFFICES 
BOSTON - CHICAGO - DALLAS 
PHILADELPHIA 
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Gude’s Shoe Store, Los Angeles, Calif., 
selected Mohawk Saxony Plain Runners. 





HIGH POINT 
ST. LOUIS 


DETROIT 
SAN FRANCISCO 








Shoe Salesman Was 


Schoolmate 
[CONTINUED FROM PAGE 30] 


“Odd played quarterback on our 
school football team which was the 
first ever organized in Gallipolis,” 
recollected Miles. “I was the fullback. 
In fact, our team was the first to be 
formed in southern Ohio. 

“Then, too, Odd played baseball and 
he was a pitcher. I played first base 
and was also a relief pitcher. Odd was 
the first person I ever saw to use the 
spit-ball. Our team was known as the 
‘Young Reds’ and later it became a city 
team but Odd and I did not play on it 
then. 

“Odd was a lover of nature and 
things beautiful. He would stroll into 
the woods and how he used to enjoy 
the straw rides to: Blessing’s Bridge 
over Raccoon Creek. Then there was 
the old swimming hole in Chickamaugua 
Creek, behind the Academy. There were 
no bathing suits in those days—just 
a la natural. However, ‘Dunk’ would 
either hide our clothes or tie them in 
hard knots.” 

Mr. Miles was unable to recall how 
Odd McIntyre came by the nickname 
of “Dunk.” “We never called him any- 
thing else but ‘Dunk,’” commented 
Miles. i 

With the formation of the F.S.G.A. 
fraternity (Former Students of Gallia 





Academy), Odd was the active head 
during the holding of initiation cere- 
monies. 

“T’ll never forget the time we were 
taking John H. Summers, now a promi- 
nent attorney in Columbus, Ohio, into 
the fraternity. We slid him down a 
plank into a tarpaulin tank to duck 
him. But something happened and the 
water all ran out and through the floor 
into the offices of Dr. Ella Lupton. We 
all had to chip in and pay for the 
damage.” 

Odd started his newspaper career in 
Gallipolis as a printer’s devil for Edi- 
tor McMullin of the Gallipolis Journal, 
Miles recalled, although McIntyre and 
George Barrows at one time edited sort 
of a school paper. It was only pub- 
lished now and then and finally “gave 
up the ghost.” 

“Odd was always the life of the 
crowd and it seemed that he could 
always see the funny side of life. As 
I have said, he was a most lovable type 
of a boy and he had that certain fas- 
eination which drew other boys to him. 

“I can remember, just as though it 
were yesterday, the happy times we 
used to have down on John T. Halli- 
day’s farm where we used to camp. 
There was a log house there and we 
had a lot of fun in it.” 

Miles indicated that he had not seen 
his former schoolmate since 1912. How- 
ever, he had received several letters 
from Odd at different times. 


While Miles told of Odd’s athletic 
prowess in football and baseball, as 
well as his leadership in musical and 
minstrel circles, he gave an insight into 
his old schoolmate’s fondness for the 
girl who later became Mrs. McIntyre. 

“The boyhood romance had its start 
in the grades,” said Miles. “Odd would 
carry Mabel Small’s books for her. She 
was a niece of Nellie Gatewood. He 
was very fond of Mabel and as we all 
know that fondness grew into a won- 
derful example of love and devotion. 

“It is too bad Odd had to go so soon. 
But, as I have said, I firmly believe that 
the early foundation for his later career 
in literary work was well laid by our 
old and beloved teacher, Mrs. Newsome, 
and to her, I feel, the credit must go 
as the one who had such an effect on 
Odd’s later life. It was her literary 
readings each morning which made the 
deep and lasting impression on Odd.” 





Report Record Patent Sales 


Boston, Mass.—For the second suc- 
cessive month in this new year, Co- 
lonial Tanning Company report record- 
breaking sales of black, white and 
colored Colonial Patent Leather, Feb- 
ruary sales exceeding those of a year 
ago by 54 per cent, and setting a new 
high figure for this month. 
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Colors First in Spring Sales 


SAN FRANCISCO, CALIF.—With a flood 
of sunshine ending the rainy season 
here, shoe merchants have put Spring 
blossoms and flowers in their display 
windows and burst forth with new 
Spring footwear and accessories. Colors 
are superseding the extraordinarily 
popular black and all the downtown 
shoe merchants are playing up har- 
monizing or matching accessories with 
their Spring offerings of footwear. 

High fashioned types of shoes are 
most in evidence in the windows of the 
leading stores. Sommer & Kaufmann 
report a strong demand for the high 
styles and sport types. They find wo- 
men are very much interested in the 
ensemble idea this season and are offer- 
ing matching gloves, bags, hosiery and 
hats, with considerable success. 


BOOT AND 


Patent, calf and gabardines are find- 
ing enthusiastic response, with reptile 
in colors as the novelty theme. Popular 
colors are sunsand, royal London tan, 
berry shades, especially rose, vita red, 
Persian blue, Bali blue and Tuscany 
brown. In their publicity and sales 
talks, merchants are pointing out that 
the smart woman this season, follow- 
ing the Parisian lead, will wear colors 
as she once wore black. An excellent 
shoe buying season is anticipated. 





Father and Son Team 


on Coast 


Los ANGELES, CALIF.—Among the 
several “father and son” teams on the 
Pacific Coast who are selling shoes on 
the road, is the new one of S. A. Gil- 
bert and his son, Art. For the past 
twenty years, S. A. Gilbert has been a 
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shoe traveler on the Coast. His present 
connection being with the Billiken and 
Natural Bridge divisions of the Crad- 
dock Terry Co. This year he is break- 
ing in his son, S. A. Gilbert, Jr., (Art) 
who is traveling along with him in the 
same Washington, Oregon, California 
and Arizona territory. The pair main- 
tain permanent sample rooms in the 
Broadway Arcade building in Los An- 
geles. 





Personnel Changes at Pollock’s 


CHARLOTTE, N. C.—L. B. Liles, who 
was managing Pollock’s Cinderella 
Store in Charlotte, N. C., is now man- 
aging Pollock’s Shoe Store in Norfolk, 
Va. L. W. Holmes, who was manager 
of Pollock’s in Norfolk, Va., is now 
manager of Pollock’s at Greensboro, 
N. C. 





Sales of Independent Shoe Stores 


As compiled by the Bureau of Foreign and Domestic Commerce, 
Department of Commerce, Washington, D. C. 
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Renew Shoe Stores 
In Springtime 
[CONTINUED FROM PAGE 19] 


sideration should be given to such ques- 
tions as: Does it provide space for 
the kind and type of window dis- 
plays needed for my particular kind of 
store? Will it enable me to show the 
merchandise to best possible advantage, 
taking into consideration such questions 
as lighting, etc. Will the kind of store 
front that I am considering attract the 
attention of people, invite them to stop 
and look at my windows and encourage 
them to come into the store? 


Store Policy Determines Style 

These questions are really more im- 
portant than abstract considerations of 
architectural beauty in planning a 
store front, although generally speak- 
ing, the store that is beautiful and 
architecturally well designed will prove 
attractive. However, in deciding what 
style of architecture and what treat- 
ment of window displays, for example, 
is to be adopted, it is necessary to take 
into careful consideration the kind of 
store you are planning to operate. A 
popular priced store requires an abun- 
dance of display space and an arrange- 
ment which will permit the showing of 
great numbers of styles. It calls for 
brilliant lighting, so that all of these 
styles can be plainly seen. A more ex- 
elusive store does not usually need to 
show so many shoes at one time, and 
so the size of the windows may be 
smaller or their arrangement somewhat 
different. A more restrained lighting 
system can be employed. 


Display of Supreme Importance 

But regardless of what type of store 
you expect to operate, merchandise dis- 
play is of vital importance for there is 
no more compelling influence today in 
the selling of merchandise. How to 
show shoes to best advantage has be- 
come a science which every retailer 
needs to study, whether or not the plan- 
ning of the windows is his immediate 
responsibility. In any event he must 
make sure that his displays have the 
pulling power that will enable him to 
hold his own, and if possible to forge 
ahead of competition. And the same 
thing applies with equal force to dis- 
plays within the store. 

It wasn’t so many years ago that the 
average shoe store interior presented 

broken walls of shelving filled with 
hee cartons. Display was confined 
chiefly to stockings and accessory items 
which were shown in a very limited 
way at the hosiery section or what was 
commonly known in the smaller stores 
as the findings counter. The only place 
where shoes were visible was in the 
windows, with possibly a few pairs in 
a showcase with the hosiery. It was as- 
sumed that the customer coming into 
the store would know exactly what 
she wanted, and usually she did. That 
was before shoes for the occasion and 
shoes for the costume became the con- 
trolling influences in style selection that 


ENNA JETTICK Shoes have Scuffless Heels 


The Enna Jettick Shoe Co. is another important 
manufacturer that knows scuffless heels help 
make shoe sales easier! Women prefer scuffless 
heels because they won’t crack, check or scuff. 
You'll like Du Pont “pyraHEEL” because it is 
always uniform—because it gives you a valua- 
ble selling point. See what Scuffless “PyYRAHEEL” 
will do for you. Write for complete information. 





E. 1. DU PONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 





they are today. It’ was also prior to 
the time when the complete shoe ward- 
robe, as we know it today, called for 
such a variety of styles and types of 
shoes. The possibility of selling an 
extra pair or two to a customer, sim- 
ply by having them on display where 
customers could see them, was accord- 
ingly much less. 


Modern Interior Displays 

Contrast that situation with condi- 
tions today, and note the studious at- 
tention given to interior displays in 
the modern shoe store and shoe depart- 
ment, as exemplified in the new I. 
Miller women’s shoe department at 
Woolf Brothers, Kansas City, illus- 
trated at the beginning of this article, 
or in the Lord & Taylor department, 
which is likewise illustrated. These 
stores and many others that every shoe 
man can call to mind bear testimony 
of the extreme importance now at- 
tached to merchandise displays within 
the shoe store or the shoe department. 
Retailers today recognize that these dis- 
plays, seen by the customer as she looks 
about the store, exert a silent sales in- 
fluence, and it isn’t so much a question 
of the immediate spot sales which may 
result as the customers who see shoes 
in this way from a mental impression 
which frequently brings them back to 
the store later on, when the need for 
just such shoes as they have seen 
arises. 

When a job of interior redecorating 


is being done, it is surprising how 
easily a store architect can arrange for 
the construction of some simple, illu- 
minated wall display cases, which not 
only attract attention to the shoes on 
exhibition but also add an attractive 
decorative note to the interior. Store 
equipment houses offer a great variety 
of styles in attractive display cases, and 
tables can often be used to good advan- 
tage for the same purpose. They have 
the additional merit of giving the cus- 
tomer a chance to pick up and examine 
the shoe, which is a real aid to selling, 
especially in the case of men’s foot- 
wear. 

A change in the decorative color 
scheme, a few simple alterations, some 
new display cases, perhaps, and a new 
carpet can do wonders to change the 
appearance of any store, and these 
changes have a powerful effect in at- 
tracting customers. They suggest the 
thought that here is a store that is 
energetic, enterprising and up-to-date. 
Most people like to buy in a store of 
that description, because they have 
more confidence in its merchandise and 
service. 

If this happens to be a year in which 
extensive alterations and improve- 
ments may in some cases seem inadvis- 
able, every merchant will at least find 
it possible to do something to freshen 
the appearance of his store, giving it 
a new interest and appeal to customers, 
make it look different and more attrac- 

[TURN TO PAGE 48, PLEASE] 
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He Said one sole wore out before the other 


Sometimes the right. Some- / i now he’s happy with shoes that 
times the left. He considered have England Walton fibre- 


it wasteful to have to discard an entire sorted soles. Accurate sorting matches 


pair when only one shoe needed to be re- quality for quality — wearing ability for 


placed, so he blamed the store and threat- wearing ability. 


ened to take his business elsewhere. But ENGLAND WALTON DIVISION A: C,hammunce Learuan Co. 





SOLES X-RAYED 


to show you why accurate sorting-by-fibre — us 
England Walton does—assures that each sole 
in a pair will stand up equally well — will be 
identical in pliability and firmness — perfectly 
matched in grade as well as size. The picture 
on the left reveals what happens when two 
fibre-sorted soles are flexed — the strain lines 
are alike. The other picture shows what hap- 
pens when soles are not so accurately sorted. 
Do the shoes you buy have England Walton 
sorted-by-fibre soles? 


PP ENGLAND WALTON catia 


CUT SOLES anv SOLE LEATHER eos OAK BARK TANNED 
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THIS WEEK IN THE SHOE TRADE 
SATURDAY, MARCH 12, 1938 


NATIONAL NEWS 





N.S.R.A. Announces Conference Chairmen 





Arrangements Committee Appoints Chairmen to Direct Work 
of Style Meetings at Conference to be Held March 28 and 29 


NEw YorK—The Arrangements Com- 
mittee for the Shoe Style Conference 
which convenes on March 28 and 29, 
at the Waldorf-Astoria Hotel, has an- 
nounced the appointment of the chair- 
men who will direct the work of the 
Men’s, Women’s and Children’s Com- 
mittees, 

Albert Wachenheim, Jr., vice-presi- 
dent of the Imperial Shoe Store, New 
Orleans, La., has been selected to serve 
as chairman of the Women’s Shoe Style 
Committee for the year 1938. Mr. 
Wachenheim is one of the younger 
generation representing old and well- 
established shoe houses, who is widely 
known in the retail shoe field and whose 
work in connection with the Style Con- 
ferences of the past has gained for 
him the recognition and honor of this 
appointment. Mr. Wachenheim is a 
director and vice-president of the Na- 
tional Shoe Retailers Association. 

George B. Hess of N. Hess’ Sons, 
Baltimore, Md., has been selected to 
serve as chairman for the Men’s Shoe 
Style Committee for the year 1938. 
Mr. Hess is another of the younger 
generation representing an old and 
well-established shoe house and whose 
work as chairman of the Men’s Style 
Committee at various times in the past 
has gained for him national recognition 
in the men’s shoe field. Mr. Hess is a 
director of the N.S.R.A. 

Mrs. Mary Brouwer Finley of the 
S. J. Brouwer Shoe Company, Milwau- 
kee, Wis., has been selected to serve as 
chairman of the Children’s and Juven- 
ile’s Style Committee. Mrs. Finley is 
the daughter of S. J. Brouwer. Her 
work in connection with the Research 
Department of the S. J. Brouwer Com- 
pany, specializing in children’s and 
juvenile’s shoes, has brought her na- 
tional recognition in this field. Very 
recently Mr. Brouwer and Mrs. Finley 
were successful in making arrange- 
ments with the University of Wisconsin 
to conduct a course for shoe men on 
feet and footwear, through their Ex- 
tension Division in Milwaukee. This 





DATES TO REMEMBER 


Buffalo Shoe Show, Buffalo Shoe Re- 
tailers Association, Hotel Statler, 
Buffalo, N. Y. ........ March 6, 7, 1938 


Official Leather Opening, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Fall, Waldorf- 
Astoria Hotel, New York 


- March 28, 29, 1938 
Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, III. 
March 28, 29, 1938 


Fall Showing Shoe Fashion Guild of 

America, Hotel Biltmore, New York 
May 2, 3, 4, 1938 

Boot and Shoe Travelers Association 

of New York, Beefsteak Dinner, 

Hotel Roosevelt, New York City, 
PER ok cndvcccewnannucues May 3, 1938 


Illinois Shoe Travelers and Retailers, 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill....May 15, 16, 17, 1938 


Pacific Northwest Shoe Retailers Asso- 
ciation Convention, Multnomah 
Hotel, Portland, Ore. 

May 30, 31, June 1, 1938 

Southwestern Shoe Travelers Associa- 
tion, Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas. 

May 29, 30, 31, June 1, 1938 

Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 

June 5, 6, 7, 1938 

Boston Shoe Show, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass June 6, 7, 8, 1938 


Annual Convention, California Shoe 
Retailers Association, Hotel Oak- 
land, Oakland, Calif...June 6, 7. 8, 1938 

Iowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 

June 12, 13, 14. 15, 1938 

Wisconsin Shoe Retailers Association 
25th Annual Convention, Plankin- 
ton Hotel, Milwaukee, Wis. 

June 12, 13, 14, 1938 

Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, Ill. 

June 20, 21, 22, 23, 1938 





is said to be the first time that such a 
course has been given by a state uni- 
versity, for the benefit of the shoe men. 
All who are interested in children’s and 
juvenile footwear will be particularly 
pleased to learn of Mrs. Finley’s ap- 
pointment. 


Plan Trade Agreement with 
United Kingdom 


WASHINGTON, D. C.—The State De- 
partment’s Committee on Reciprocity 
Information announced recently that 
Jay O. Ball, president of the National 
Boot and Shoe Manufacturers Asso- 
ciation, will appear before the commit- 
tee on March 16 in connection with the 
Administration’s announced intention 
of negotiating a reciprocal trade agree- 
ment with the United Kingdom. 

The list of products on which the 
Department is considering granting 
tariff concessions under the agreement 
includes “boots, shoes, or other foot- 
wear (including athletic or sporting 
boots and shoes), made wholly or in 
chief value of leather by the process 
or method known as welt, not specially 
provided for.” The present rate of duty 
was listed at 20 per cent. 

The only other witness scheduled to 
testify concerning the proposed inclu- 
sion of shoes was John J. Mara, presi- 
dent of the Boot & Shoe Workers 
Union. Other groups to be represented 
on behalf of leather and leather prod- 
ucts, include the Tanners’ Council of 
America; Luggage and Leather Goods 
Manufacturers of America; National 
Association of Leather Glove Manu- 
facturers, Inc.; and the National Au- 
thority for the Ladies’ Handbag Indus- 
try. 

The hearings will be the most exten- 
sive yet conducted under the Adminis- 
tration’s reciprocal trade program, with 
more than 400 witnesses scheduled to 
appear between the dates of March 
14 to 23. 


Horne Named Blum Designer 


DANSVILLE, N. Y.—James J. Blum, 
secretary and treasurer of the Blum 
Shoe Manufacturing Company here, 
has announced that William T. Horne, 
of New York, has been appointed plant 
superintendent and designer, succeed- 
ing Alfred Dellapia. 
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“Hitch Your Wagon to a Winner” 


Sterling Patent Colt 


Brilliant Success of the Season 


Scores on this Five =Point P rogram 


e Mellow 
e Flexible 


me High Lustre 


e Beautiful kid-like 
grain and feel 


Sterling Patent Colt is one of this season's front rank 
materials. It is an easily workable, eminently sale- 
able leather. Order now for immediate delivery in sizes 
and weights suitable for every accessory purpose. 


STERLING DPW 1 Sir 
ALLIED “KID, COMPANY 


519 West Huntingdon Street, Philadelphia, Pa. 





ST 


“...and he's going to have com- 
pany --because | like the Lord 
Baltimore and the way they do 
things. There’s an atmosphere 
of quiet good taste that you sense 
the minute you step into the lobby. 
The rooms are smart and comfort- 
able--convenient, individual bed- 
head lamps, running ice water, 
radio loudspeakers. In the Cocktail 
Lounge experts provide the per- 
fect start for a delicious dinner. 


It's good business for my husband aN 7 
(ne 








and a grand time for me when 
we stay at the Lord Baltimore”. 
Rates from $3 to $6 single. 











»1®@® C0900 





LORD BALTIMOR 





BALTIMORE, MARYLAND 





leather with bronze arms. Venetian 
blinds over the entrance and indirect 
modern lighting add to the charm of 
the store. 

An innovation in shoe store layouts 
is the mezzanine, which has been con- 
verted into an exclusive sportswear 
department. Here shoes for every 
sport occasion are carried. 

Matching bags have been provided 
for practically all the outstending 
models of the season. 

Butler’s has been a Miami institution 
for more than eleven years. Paul Wein- 
feld is local manager, and has been 
with Butler’s, Inc., for a number of 
years. 


New Butler Store in the South 


Plan Mid-Summer Shoe Fair 


Des MOINES, IowA—The Iowa Na- 
tional Shoe Travelers’ Association will 
again sponsor a Mid-Summer Exposi- 
tion of Footwear June 12, 13, and 14, at 
the Hotel Fort Des Moines, Des Moines. 
This Exposition, the Iowa Shoe Fair, is 
expected to be even more of a success 
than that held in 1937, when nearly a 
quarter of a million dollars worth of 


The striking exterior of the new Butler’s Shoe Store adds quite a bit of attraction 

to the shopping district of Miami. This modern fashionable ladies’ shoe store 

has an entirely new front, constructed of stainless steel and enhanced by the 
use of bent plate glass. 


MiaMI, FLA.—The new home of But- 
ler’s Shoe Store, 60 East Flagler Street, 
offers one of the most outstanding shoe 
salons in the community. The front of 
stainless steel shows a modernistic 


treatment of oval plate glass windows 
and strips of bronze metal. The inte- 
rior is decorated in white, curly maple 
and Honduras mahogany. Chairs are 
upholstered in antique white grain 


shoes were purchased by Iowa retailers. 

Reservations for sample rooms are 
now being made. They may be obtained 
by writing Carl P. Ortlund, care of the 
Hotel Fort Des Moines. 
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Vamp and Quarter Lining 
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Gold and Silver Repairer 
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INSTIL CONFIDENCE WITH 
SHU-PRIM 
GENUINE GOLD & SILVER 
REPAIRER 


Shu-Prim is a paste—not 
a liquid or a powder—is 
easiest to apply—used in 





leading shoe factories. 

e@ tube renovates your 
entire stock of metallic 
shoes. Repair spots 


Retails 
tube. 


cannot be seen. 
for fifty cents a 
Write 


SIGNAL 
CHEMICAL CO. 


268 Northampton St., 
Boston 
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Slippers 
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William H. Thompson Made 


General Manager 


Boston, MAss.—William H. Thomp- 
son, who entered the shoe business in 
1900 as a stitcher for the C. H. Alden 
Co., in Abington, Mass., has recently 
been made general manager in charge 
of production and sales of the French, 





WILLIAM H. THOMPSON 


Shriner & Urner Manufacturing Com- 
pany, and has also been elected vice- 
president of the retail sales corpora- 
tion, known as the French, Shriner & 
Urner Retail Sales Company, operat- 
ing about twenty-five retail stores in 
different parts of the country. 

During his 38-year connection with 
the shoe industry, there is practically 
no department of the shoe factory in 
which Mr. Thompson has not worked 
and he is generally acknowledged to be 
one of the best-posted manufacturing 
executives in the country. 

After leaving the C. H. Alden Com- 
pany he worked with the old Lewis 
A. Crossett Company and with the 
Emerson Shoe Company and finally, 
in 1914, entered the employ of his 
present company as foreman of the 
cutting room. Later he added the duties 
of upper leather buyer; and, when 
David Shea died in 1922, he was made 
general superintendent of the plant. In 
this capacity he functioned until his 
recent elevation to the position of gen- 
eral manager. 


Brauer Sales Continue Climb 


St. Louis, Mo.—A. J. Brauer, presi- 
dent of Brauer Brothers Shoe Com- 
pany, recently announced that the com- 
pany’s sales for the month of January, 
1938, were the highest in the history 
of the business for one month. Now 
comes the announcement from Mr. 
Brauer that February sales topped 
those of January, thus establishing an- 


other new high in the company’s sales. 
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NEW 
SHOES 


never fail to thrill a 
youngster—especially i 
they're Mrs. 
Ideals. Styled 
constructed by a spe- 
cialist in this type of 
footwear, they have an 
established reputation 
with all mothers. 
Smart retailers of 
juvenile shoes find 
them not only profit- 
able but excellent 
builders of new busi- 
ness. 


MRS. DAY’S 
IDEAL BABY | 
SHOE CO. 
DANVERS, MASS. 


FLEXIBLE 


STOCK No. 463 



















HARD 
SOLES 












The February, 1938, total exceeded 
that of the corresponding month in 


1937 by 30 per cent. 





Vulcan Opens New Office 


New YorkK—Vulcan Corporation, last 
and heel manufacturers, has opened a 
new office at 19 West 34th Street, New 
York, Room 1019. This new office is 
equipped for model making which will 
be an important part of the service to 
be rendered the shoe trade generally. 
Sales promotion will also be handled 
in this office. 


Plans Shoe Club for 
Los Angeles 


Los ANGELES, CALIF.—D. C. Oppen- 
heim, of Steven’s Shoe Store, is organ- 
izing a shoe club patterned after the 
Shoe Club of New York City. Mem- 
bership will be by invitation only, and 
will be confined to shoe store owners, 
buyers, and executives; hosiery buyers 
and representatives; findings buyers 
and representatives; display and fix- 
ture representatives; and advertising 
executives in the above lines. 

The club will boast a fully equipped 
library, sample rooms, permanent ex- 
hibits with information relative to the 
lines represented, a bulletin board for 
the posting of notices of specials which 
are desired or offered, a personnel ser- 
vice, and many other services for its 
members. 
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CAVALIER 
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SHOE MAN'S 
POLISH 


BUILDS BUSINESS 


POLISHES — CLEANERS — DYES 
FOR EVERY SHOE STORE NEED 


CAVALIER-BALTIMORE, MD. 








Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 


Manfield 


WORLD FAMOUS 
ENGLISH SHOES 


Now Carried IN STOCK 
HERE 


Bespoke styled Oxfords 
with medium weight 
soles, and T shaped 
rubber tip in heels. 

No. 9297. In British 
Tan, of a pleasing 
shade. 

No. 9163. 
Black Calf. 


Stocked in 
Widths Sizes 


A—8-12 
B—7-12 
C—6-12 


Ditto, in D—6-12 


ONE OF MANY STYLES 
WRITE FOR CATALOG 





DISTRIBUTING DEPOT FOR U. S. A. 


MANFIELD & SONS 
1636 Ranstead St. 





209 So. State St., Chicago, Ill. 











PHILADELPHIA, 





PENNA, 








New Berland Display Manager 

St. Louis, Mo.—Mayer L. Winkler, 
advertising manager and director of 
publicity for the Berland Shoe Stores, 
Inc., since 1933, is now in charge of 
the window display department for that 
company. 

He will continue to direct newspaper 
and radio advertising for the firm in 
addition to his new window assign- 
ment. 

Mr. Winkler came to Berland’s five 
years ago from Consolidated Retail 
Stores, where he was advertising man- 
ager for ten years. 

During the past few years, he 
has succeeded in introducing several 
“scoops” in the way of shoe termin- 
ology. Last Fall he was first to apply 
the term “Sculptured Modes” to wo- 
men’s footwear. Prior to that, “Sport- 
acular Oxfords,” a Winkler inspira- 
tion, was copied extensively in the field 
of sport shoe advertising. 


Belle Meade Adds 
to Sales Staff 


NASHVILLE, TENN.—The Belle Meade 
Shoe Company, division of the General 
Shoe Corporation, announces the fol- 
lowing additions to its sales staff: 

Charles Oberfield, formerly with the 
F. M. Hoyt Shoe Company, Manchester, 
N. H., will represent the company in 
Philadelphia, Delaware, Maryland, Vir- 


ginia and the District of Columbia. 
Mr. Oberfield has done an excellent 
selling job with his former concern 
and his brother, Morris, is now con- 
nected with the General Shoe Corp. in 
the Richland-Davidson division. 

Vincent Fischer, formerly shoe buy- 
er of H. Eilerman & Sons, who did a 
good job on boys’ shoes in the Newport, 
Ky., store, will represent Belle Meade 
in Kentucky, Tennessee and West Vir- 
ginia. 

Randolph Pigg, formerly shoe buyer 
of Pigg Brothers, Columbia, Tenn., will 
travel Alabama, Arkansas, Mississippi 
and eastern Louisiana. Mr. Pigg suc- 
ceeds James P. Johnson who has been 
transferred to the Jarman division, 
traveling the same territory. 


Advertising Counsel Writes 
About Shoes 


Richard D. Northrop, well-known ad- 
vertising counsel and head of the R. D. 
Northrop Company, advertising agency 
with headquarters in Boston, is the 
author of an interesting article en- 
titled “Cemented Shoes,” appearing in 
the February issue of the du Pont 
Magazine, published by E. I. du Pont 
De Nemours & Co., of Wilmington, Del. 

Mr. Northrop traces the origin and 
development of the cemented shoe, with 
particular reference to the contribu- 
tion of the Compo Shoe Machinery 
Corporation of Boston, pointing out, 


among other things, that “more ¢han 
fifty million pairs were made in 1987, 
and the total since 1928 is considerably 
more than two hundred million pairs. 
Now, two hundred million pairs is a 
lot of shoes, enough to make an im- 
pression on an industry which talks 
lightly in terms of its millions of pairs 
produced. The figure is still more im- 
pressive when you consider that it ap- 
plies to the production of footwear by 
one method alone, and by a method 
which was brought into volume use 
with the late depression.” 

Mr. Northrop quotes Irving S. Flor- 
sheim, president of the Florsheim Shoe 
Company of Chicago, with reference to 
the experience of Florsheim with ce- 
mented shoes, and particularly its pos- 
sibilities in the men’s shoe field. While 
he sees no reason why any grade or 
type of shoe cannot be made satisfac- 
torily by the cemented process, Mr. 
Florsheim emphasizes the fact that this 
shoe, like any other, must be made 
properly if the best results are to be 
had. 

Mr. Northrop defines three progres- 
sive steps in applying the cemented 
process to various types of shoes. These 
included the introduction of the Sbicca 
Method to the making of women’s sin- 
gle sole shoes in 1931, the use of 
cement-attached soles in the men’s field, 
beginning in 1933, and the recent de- 
velopment of the Namrog type of 
cemented work and play shoes for men 
and youths. 
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CAMP MOCCASINS 


HAND-SEWED 
COMPLETE LINE-ALL STYLES 
IN STOCK 
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folder H. CONJOR SHOE CO., INC. 
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Store Fixtures 





Luxurious Seating 
COMFORTABLE © COLORFUL 


To match your store color scheme. 
@ Prices you can afford to py @& 
Write for catalog. 


INTERNATIONAL 


SEAT CORPORATION 


1311S. Wabash Ave., Chicago 














i hil 


Bowling Shoes 


Fn 





PROFESSIONAL 
BOWLING SHOES 
Men's Women’s Oxfords 
$2.60 $2.50 5¢ less 
Combination Sele 
Right Foot 
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Lease New Store 


ORANGE, N. J.—York Shoe Store, re- 
tailers in women’s footwear, has leased 
a store at 299 Main Street, here. 


~ 


BOOT AND 


Summer in South Africa 






The Summer season is now well under 
way in Johannesburg, South Africa, as 
evidenced by this white shoe window at 
the A.B.C. Department Store of this 
city. This store has built up a large sale 
of American shoes by adopting Ameri- 
can methods of merchandising. Not 
only does the store carry a full selection 
of patterns, but by stocking full size 
runs, is doing an exceptional fitting job. 

They report that promotional plans 
as developed in the United States work 
equally as well in Johannesburg and ac- 
tually use the same promotional mate- 
rials such as window display sets, news- 
paper mats, window cards, mailing fold- 
ers and price tickets. 





Francis M. McGarry 


GRAFTON, MASs.—Francis M. Mce- 
Garry, president and treasurer of the 
Forbush Shoe Company, died at his 
home in Grafton, Mass., on March 2, 
in his 86th year. Both Mr. McGarry 
and the company which he headed were 
well known in the shoe world. The 
company was liquidated in 1932 after 
86 years of boot and shoemaking his- 
tory in the Forbush family. 

Mr. McGarry was born in Mount 
Pleasant, Iowa, in 1852. He graduated 
from Antioch College in Yellow 
Springs, Ohio, and then married Miss 
Ida Forbush of Grafton, Mass., whom 
he met at Antioch. Soon after, he 
moved to Grafton and lived the rest 
of his life there, taking active interest 
in the Unitarian Church and the pub- 
lic schools which he served as commit- 
teeman for many years. 

Through his business ability the for- 
mer Forbush and Brown concern was 
built up into a large and prosperous 
business. In 1905 the concern bought 
the former J. S. Nelson factory and 
removed from Grafton to North Graf- 
ton, and it was in this plant that the 
well-known Forbush shoe was manu- 
factured. Until the company decided 
to liquidate in 1932: their product was 
considered one of the highest styled 
and best built lines in the country, and 
was sold by leading retail and de- 
partment stores. 

Mr. McGarry is survived by his son, 
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NAP-SUEDED LEATHER 


















Low cost... long wear... 
the ideal nap-sueded leather 
for sport, spectator, and all 
out door wear. Ask your 
manufacturer. 


@ 
SLATTERY BROS. 


TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 

































Stanley Forbush McGarry of Grafton, 
and a daughter, Mrs. Robert S. Loomis 
of West Newton, Mass., as well as by 
several grandchildren and one great- 
grandchild. 

The funeral was held from the home 
on Friday, March 4, and burial, fol- 
lowing cremation, took place in Graf- 
ton. 



















Favors Patman Bill 


A. Wachsberger, who operates a re- 
tail store at 11615 Buckeye Road, in 
Cleveland, Ohio, has written BooT AND 
SHOE RECORDER to express his approval 
of the Patman: Chain Store Tax Bill, 
recently introduced in the House of 
Representatives. Mr. Wachsberger takes 
issue with opponents of the measure 
who contend it would throw large num- 
bers of people out of work. He believes 
it would increase employment about 25 
per cent and also increase wages be- 
cause, according to his belief, indepen- 
dent stores as a rule pay higher wages 
to their clerks and provide better work- 
ing conditions. 

Mr. Wachsberger also maintains that 
small retailers pay more taxes, in pro- 
portion to volume, than chain stores 
and he believes real estate values would 
tend to increase because independents 
would pay higher rentals than the 
chains. He feels that small retailers 
are doomed unless chains are curbed 
through taxation. 
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College Girls Demand Foot Comfort 
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One of this season’s attractive window displays at The Novus Shop, in 
Columbia, Mo. Color scheme was in lavender and green and the effect was 
very pleasing. 


Summing up the interviews with Co- 
lumbia shoe store managers on the likes 
and dislikes of the university and col- 
lege boys and girls who represent all 
income groups, it can be said that: 

In colors, the college girls play the 
smartest along with modest combina- 
tions. 

Missouri, Stephens and Christian 
girls buy everything from the most 
delicate types of footwear to the most 
rugged types of heavy boots. 

Men students of the U.-of Missouri 
demand, for the most part, heavy 
brogue shoes. 

College girls and boys are well in- 
formed as to styles. They pass up any- 
thing “wild.” The stern sex turns 
thumbs down on shoes carrying a mono- 
gram, a football replica or any kind of 
an ornament. The young men and 
women of this educational center know 
when they are fitted or mis-fitted. 

The girls of Stephens, Missouri and 
Christian buy low oxfords for their 
campus and town walking, and high 
heel slippers for dances and parties. In 
fact, flat heel kicks rule during the 
week, but they “dress up” over the 
week-end. Comfort is the first requisite 
of a college girl in Columbia when she 
is buying footwear. Of course, the shoe 
must also be smart and good looking. 

In merchandising, advertising and 
promotional work, the Columbia shoe 
merchant must deal with a buying pub- 
lic which is above the average in intel- 
ligence because of the educational en- 
terprises located in this city. 

Stephens College holds Fall and 
Spring style shows in the college audi- 
torium, and they are attended by prac- 
tically all of the 1200 girl students. 
The shows are directed by the Stephens 
College stylist and the models are 
chosen from among the students. At the 
1937 Fall show, four shoe stores and 
10 women’s ready-to-wear stores col- 
laborated with the college in furnishing 
footwear and wearing apparel for the 
models. A shoe store will collaborate 


with a ready-to-wear store in arranging 
combinations of footwear with dresses, 
coats and hats. 

The management of some of Colum- 
bia’s shoe specialty stores make it a 
practice to become acquainted with the 
presidents and the house mothers of 
sororities. The firms will leave about 
20 samples of shoes and slippers in a 
sorority house parlor in the evening and 
call for them the next morning. A small 
display card which reads that the “dis- 
play is by courtesy of »”’ is set 
up in the parlor with the shoe samples. 
There is no sales solicitation. 

It is a practice of some specialty 
stores to reproduce the picture of a girl 
popular on the University of Missouri 
campus with her permission in their 
advertisements in the Columbia Mis- 
sourian, a daily newspaper published 
by the School of Journalism, and also 
in the Columbia Tribune. 

Smart windows catch the eye of stu- 
dents who, in the campus vernacular, 


come downtown almost daily to “jelly 
awhile.” A new and fresh treatment is 
given the street windows every week 
or two weeks by Columbia shoe stores. 
The background is changed only during 
the shift of seasons. 

Students work in all of the shoe spe- 
cialty stores during the hours which 
they do not use in their college work. 
Young men are selected for their selling 
ability and personality and as one 
prominent merchant said: “We enjoy 
their services.” 

One of the oldest shoe stores in Cen- 
tral Missouri and the oldest in Colum- 
bia is the C. B. Miller Shoe Co., 800 
Broadway, which was founded in 1883 
by Charles B. Miller. This firm caters 
to Columbia families and students, and 
has a clientele which likes the better 
things in footwear. 

The C. B. Miller Shoe Co. enjoys the 
distinction of having serviced hundreds 
of charge accounts of three generations 
of students—grandmother and grand- 
father, mother and dad, and daughter 
and son. 

Charles B. Miller’s surname has been 
reproduced in all of this old firm’s ad- 
vertising of the last 40 years. “Miller’s” 
is stamped on the lining of all the nine 
or ten shoe lines sold here except for 
four brands. It also appears on the 
store’s front windows, and in news- 
paper advertising. Twice-a-week sched- 
ules are maintained in the two daily 
newspapers, and space is taken in all 
student publications with prestige. 

The C. B. Miller Shoe Co. displays 
and sells a number of men’s shoe lines 
which retail from $4.95 to $13.50, and 
ladies’ footwear ranging in price from 
$4 to $13.50. Columbia men and women 
annual purchases will range from a low 
of two pair to a top of seven pair; 
college girl students will buy a low of 

[TURN TO PAGE 43, PLEASE] 


Store front of The Novus Shop, showing window illumination. This photo- 
graph shows, on the left, the same display illustrated at the top of the page. 
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New Store Follows Modern Trend 





This new store of the J. B. Shoe Company which was recently opened at 28 Dex- 

ter Avenue, Montgomery, Ala., under the name of Jay’s, has been finished entirely 

in the modern manner with this theme carried out in both the interior and 
exterior. 


MONTGOMERY, ALA.—Jay’s, recently 
opened in Montgomery, provides this 
city with a new and modern retail shoe 
outlet with footwear for men, women 
and children. The store, opened on 
the site of the old Covington Shoe Com- 
pany, has been entirely renovated and 
redecorated throughout. 

Stock shelves, set flush with the 
walls, are broken by full-length fitting 
mirrors, which are set in doors leading 
to reserve stock. Fixtures are of the 
modern chromesteel type, with fitting 
chairs comfortably upholstered in two 
shades of leather. The floor is covered 
by a wall-to-wall carpet in which a 
modernistic design is carried out. Mod- 
ern diffused lighting units, running the 
length of the room, provide ample 
illumination and add to the attractive- 


ness of the interior. 

The new front of the store is of 
carrara glass with metal trim. The 
name of the store is carried out in large 
letters of Neon tubing over the en- 
trance. Wide-angle windows provide 
ample space for attractive displays of 
footwear. 

A. M. Baker, manager of the new 
store, has had more than 15 years’ ex- 
perience in retail shoe selling and has 
served as buyer for some of the larger 
stores in this and other states. 

Clay F. Crumpton, who will direct 
the men’s department, was with the 
Walk-Over Shoe Company and the Cov- 


-ington Shoe Company. A. C. Curtis 


will be in charge of the women’s sec- 
tion, and Mrs. Laura J. Fulmer will be 
in charge of the juvenile department. 





Physical Culture Opens Two 
New Stores 


New YorKk—After analyzing Febru- 
ary gains in sales by Physical Culture 
Shoe stores in the metropolitan area, 
L. A. Leopold, general manager of the 
chain, has announced the opening of 
two new units en March 4. 

“We look to a gradual improvement 
in general in the shoe business but the 
addition of: two new stores has been 
based primarily on the performance in 
our own stores,” Mr. Leopold stated. 

He added that figures for the first 
three weeks of February show gains up 
to 31 per cent. Two of the larger units 
in Brooklyn averaged increases up to 
65 per cent for the period of January 
and the first three weeks of February. 

Brooklyn and the Bronx are the sites 


for the newest Physical Culture shoe 
stores. The Brooklyn unit was opened 
at 300 Livingston Street, at Hanover 
Place. It will feature Physical Culture 
shoes for women, exclusively. The new 
Bronx unit was opened at 221 East 
167th Street and will have the men’s 
and women’s lines and also the Physi- 
cal Culture shoes for children. 

Direct mail and spot broadcasts on 
local radio stations was used for open- 
ing promotions. 


Partnership Dissolved 


LAKE City, Iowa—The partnership 
of Collicott & Pittman, this city, was 
terminated recently, after an associa- 
tion of more than 21 years. Mr. Pitt- 
man has retired from the business and 
J. C. Collicott will continue to operate 
the store under his own name. 
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College Girls Demand 
Foot Comfort 
[CONTINUED FROM PAGE 41] 


two to four pairs to a high of 17 to 20 
pairs. 

Shoes carrying a replica of a foot- 
ball or the university monogram do not 
go over in this college town. On one 
occasion, a freshman student bought a 
pair of gaudy shoes at the Miller store, 
and a day later he was brought back 
by a fraternity brother who said, 
“These shoes don’t do.” 

C. B. Miller operated in a small city 
but not as a small town merchant. He 
regularly attended the conventions of 
retail shoe dealers, and many years ago 
he developed the custom of attending 
the style shows held in New York City. 
He saw to it that his store carried the 
demands of style for each particular 
season all through the years. Mr. 
Miller died in 1924 and his partner, 
Frank Bihr, became president, and 
G. C. Helm manager. Mr. Bihr passed 
away in 1936, and in January, 1937, 
Arthur L. Hulen beeame co-manager 
with Mr. Helm. Ed Bihr, a son of the 
former president, is a salesman for the 
firm. 

An attractive shoe specialty store is 
the Novus Shop, 16 South Ninth Street, 
the management of which was taken 
over 18 months ago by C. A. Wersky, 
who has operated the shoe department 
in the Cole Department Store in Coffey- 
ville, Kan., for the last five years. The 
store occupies all of the ground floor 
in a modern three-story building. The 
ceiling is in the shape of an arch, and 
&@ mezzanine floor is in the rear of the 
store. 


A ladies’ slipper is the trademark of 
the Novus Shop. It appears on the 
shoe lining of footwear sold here, shoe 
boxes and in the firm’s newspaper ad- 
vertising. An advertising method which 
the Novus Shop recently used and 
found to click in this city was the ar- 
rangement with a church society to 
promote some feminine footwear spe- 
cials. Eight or nine members of this 
society telephoned practically all of the 
resident telephone subscribers and told 
them about the specials. This pub- 
licity was followed up with small news- 
paper advertisements. 

The price range of the majority of 
the shoe purchases, said Mr. Wersky, is 
$6.95 to $7.75 among Stephens College 
girls, and $5 to $6 among Christian 
College and U. of Missouri girls. When 
the students come downtown, “window 
shopping” is one of their chief pastimes. 
So, “you must put time and money into 
your windows,” he said. College stu- 
dents are employed on Saturdays and 
afternoons for selling work. Mr. Wer- 
sky took up shoe merchandising in the 
Boston Store of Fort Smith, Ark., 12 
years ago. 


Be Truthful in Fitting 


“You must be truthful in fitting,” 
says Guy Broadhurst, manager of 
Leon’s Shoe Store, 816 Broadway, a 
family shoe store. “It is our policy to 
miss a sale rather than to substitute 
in size and length, and so our sales- 
people will always tell a customer when 
we can’t fit her, ‘I’m sorry but we are 
out of your size.’ Your college people 
do not buy just for looks—they must 
be correctly fitted.” 

Black is the most popular color in 
footwear in Columbia among the Leon 
Shoe Store’s customers. Brown shoes 
will constitute 35 per cent of sales. 
Price of shoes will range from $4 to 
$10 among both citizens and collegiate 
customers. 

Blankinship’s Shoe Store, 914 East 
Broadway, established in Columbia two 
and one-half years ago, caters to men, 
women and children. It is a modern 
shop, well illuminated and attractively 
equipped. 

“The college girl will buy more dif- 
ferent types of shoes than the girl or 
woman who is not in college,” says Gail 
F. Henderson, Blankinship’s youthful 
and pleasant mannered manager. “The 
college girl buys walking shoes, dress 
slippers and sport shoes. They go out 
en a ‘date’ with high heels, but for 
every day walking, they prefer a low 
oxford. College men like heavy brogue 
shoes, and crepe soles are popular with 
them. College girls do not like their 
shoes ‘wild.’ ” 

Blankinship’s Shoe Store is a fairly 
consistent user of newspaper space. 
Street window displays are changed 
frequently. ‘ 

The Jacqueline Shop, 910 Broad- 
way, now in its fifth year in business 
in Columbia, builds power stopping 
window displays which are changed 
weekly. The Jacqueline Shop is one of 
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INCREASE YOUR SALES 
with the original 
SHOE DOCTOR SHRINKERS 


ADDITIONAL SALES are 
made when you obtain the 
confidence of your customers 
by giving those hard-to-fit- 
feet a perfect fit. Our Shrink- 
ing Devices, when used with 
our specially prepared fluids, 
give the proper fit to shoes 
which fit large around the 
top, slip at the heel, or gap 
at the sides. Any fullness 
or wrinkles in leather or 
fabric are easily shrunk 
without harm. 


Send your order or write for detail information. 


Special combination offer $25.00 (fluids in- 
cages in above prices) f.o.b. Indianapolis, 
Indiana. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 
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the four Columbia shoe specialty shops 
which participates in Stephens College 
style shows. 

Shoe departments are maintained in 
the ladies ready-to-wear stores of 
Greenspons and Julies, and the Mont- 
gomery Ward & Co., and the J. C. 
Penny Co. in Columbia. 
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EASTER 


Appropriate lily design on 
background of shell pink, 
deep lavender and yellow. 
Ticket in harmonizing shades. 











CARD HOLDERS 


Two styles available: Natural 
wood finish as __ illustrated 
above; or oval base-burnished 
gold—three color trim. These 
modernistic holders take any 
size card, and harmonize with 
the finest window display fix- 
tures. 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 
SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children’s shoes, 


women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 
WITHOUT STORE NAME: 6 dozen, $1.10—I2 dozen, $2.00 


WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 





Pouy Cup Polly Clips 
for Price Tickets For Price Tickets—Adijustable 
—Tilt at any angle. 


Recorder Stock Record 
Tickets 


patie: View for shoe cartons. Cyclone clips 
included. 


senile DR os se cician's seins Ce 





Polly Shoe Holder 


To display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 

Yz dozen seseesee 
| dozen 
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FEATURE POINTERS 
precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling 
phrases, or blanks. 


12 dozen (red or blank) .... $2.00 

















6 dozen (printed or blank) .... 1.10 
| dozen (printed or blank) .... 0.25 


(Cross out 


SPECIAL: 


Combination of one gross Polly 
Clips and a Arrows, only 


PTrTTTrrT rT Tritt te eer 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


lines not carried.) We wish IMPRINTED TICKETS @ 35¢ Per fifty, in following 


quantities and denominations: 


NSS eS 
SR OohSpEpE"Lh>~ELE™=|==bp=S=ES>E=E™E|™E™SSE>E»~™=_™_"_L=__]LH===== 


We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 


RANG —=L>>~_>LDLLS================== 
HQ H=E>E>E>»™h_ ™»» > > >>LAh"»™_— "=== sas" h_S== 





for 


each month’s service deliv- 


SERVICE | MONTHLY HoLpers | oRhK, 


No. | $5.00 6 100 





subscribers 


must be drawn on U. S. 





additional 


No. 2 4.00 4 








. per year, payable 


. per month. For 

or include exchange. 

If for any unforeseen reason 

we wish to discontinue ser- 

vice before expiration of or- 
card holders. 


foreign 


3.00 


month 





2.25 


g FOR ITSELF + IN "BOOT & SHOE. 
) 
AY INCREASED BUSINESS wo Je 
: C v7) HOW >/ Coan 
/M ia (otf Now. 209 S:STATE ST: CHICAGO-ILL: 


oem 
oe 


Vwssttlld 











FOR ANNUAL SHOW CARD SERVICE 


For this service we will pay 
cash in advance, full year’s 
service, 5% discounts. Checks 
der, we agree to pay $1.00 
ered, and agree to return the 











from 
banks, 
per 








ewesesveececaccccesess 




















i 





. card hold- 


ers (with the first month’s 


..» consisting 
ee SA 





. blank tickets each 








for Card Service No. 


“7; Beige board.“J”: White board. “U; White board. “K”: White board. 
Design in orangeDesign in two shades Design in sea green Design in blue and 
and green. of green. and burnt orange. yellow. 


beginning with MARCH, 


Please enter our order for the 

Recorder “Selling Messages,” 

continuing monthly for one 

PRINTED TICKETS, at 35¢ 
per fifty, additional 


year, 





SIZE: 1/2” x 23g”—Prices on opposite page. 
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WANTED TO PURCHASE 








BUSINESS OPPORTUNITY 








MAN to sell job lots and closeouts—high 
grade or cheap shoes to volume accounts, on a 
commission basis. Excellent coportnany for 
side line. All territory open, except New Eng- 
land. Address F-692, care Boot & Shoe 
Recorder, 140 Federal St., Boston, Mass. 





SPECIALTY. salesmen wanted to carry as a 
side line in the states of Ohio, Indiana, 
Michigan, Illinois, and Missouri the well known 
and nationally advertised line of Crossett men’s 
shoes, on commission. It must be carried as a 
non-conflicting line. We offer exclusive agencies 
to those well rated merchants furnishing satis- 
factory volume. Applicants must have car and 
established following. THE CHARLES MEIS 
SHOE COMPANY, CINCINNATI, OHIO. 





ESIDENT salesmen to carry excellent line 

popular priced children’s and misses’ stitch- 
downs on commission basis. Replies should 
state territory and other lines carried. Address 
F-702, care Boot & Ghee. Recorder, 239 West 
39th Street. New York, N. Y. 








WANTED— Experienced salesman to sell gen- 
eral line of men’s and boys’ shoes who has 
covered New York City territory. State de- 
tails fully. Address F-699, care Boot & Shoe 
~~ 239 West 39th Street, New York, 
a. So 





POSITION WANTED 





A Progressive Shoe Man Is Available 


A g0- getter and a promoter who can make a profit. 
An expert and su- 
pervisor. Can also help windew trim and knows 
stock control. Handle shoes for entire family. 
Popular price to better grades. 18 years of De- 
partment, Chain and Specialty store experience. 
Married—thirty-five years. Will go anywhere. 
Salary nominal at start. Best references. 
Address F- oberg care BOOT & SHOE se 
239 West 39th Street, New York, N. 





















COMPETENT Orthopedic retail Shoe Sales- 

man. Will make change. If interested, investi- 

gate my reference and past record. perien 

in Store Management. Address F-700, care Boot 

3 — 239 ‘West 39th Street, New 
ork . 





FOR LEASE 








FOR LEASE 


A women’s shoe department in one of North 
Carolina’s fastest growing department stores. 
Department catering to popular price and 
high grade shoes, adjacent ready-to-wear. 
Interesting proposition. Wire or write. 


F-706, Care of 
BOOT AND SHOE RECORDER 
239 W. 39th Street, New York City 











XPERIENCED RESIDENT SHOE SALES- 








Large Retailer will pay cash for 

your stock of footwear, especially 

better grades of well known brand- 

ed makes. Write information to 
Box F696 


BOOT & SHOE RECORDER 
239 West 39th Sit., New York City 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 















A PAYING 


SHOE STORE 


in one of the western cities. 


Doing upward of $50,000 now 
with good rental. Handling na- 
tionally advertised brands. Part 
cash or good securities. Manu- 
facturer will assist financially 
for responsible parties. Address 
Box No. F703, c/o Boot and Shoe 
Recorder, 239 W. 39th Street, 
New York, N. Y. 














SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 

BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5181 









YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 


| foot correction; readily learned by any 


one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade vou can arene to. No capi- 
tal required or goods t ; no agency 


o buy 
or soliciting. Established 1894, Address 


Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, os- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 
IRVIN BRUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 























FOR SALE 





Mest beautiful Shoe Store in Florida trad- 
ing area over 300,000. New building, cheap 
rent. All or part of stock. Make good deal 
reliable party. Reason, death in family. Ad- 
dress F-705, care Boot & Shoe — 239 


West 39th Street, New York, 








LINE WANTED 


ALESMAN with 10 years’ west coast experi- 

ence, wants women ’s novelty make up or in- 
stock, women’s welts, Arch, men’s or children’s 
lines. Know volume and retail buyers. Have 
following, can produce $75,000 up a year. Ad- 
dress F-704, care Boot & Shoe Rgpereer, 239 
West 39th Street, New York, : A 








OVER 100 VALUABLE 
PRIZES 


FOR 
RETAILERS AND 
RETAIL SALES PEOPLE! 





GET IN 
SWAGGER'S PRIZE CONTEST 
on 
SWAGGER LIQUID SHOE WAX 
See Your Jobber's Salesman 
or Write for Full Information 


SWAGGER, INC. 








916 Parrish St. PHILADELPHIA, PA. 

















New Shoe Manager 


CoLumsus, S. C.—The new manager 


of the women’s shoe department of the 
Saxon-Cullum Shoe Company is J. T. 
Kirkpatrick, of Hot Springs, Ark., who 
has had 18 years in the shoe business. 








mum charge, 7 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, Be 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
=” Advertisements for this page must be in owr New York office on Friday of the week preceding publication. “Seg 
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Otto Buehner 


MIAMISBURG, OHIO— Otto Buehner, 
77, who operated a shoe store in this 
city for 59 years, retiring about a year 
ago on account of ill health, died at 
his home here recently. He was one 
of the city’s oldest merchants. 

Mr. Buehner was a member of 
Masonic and Knights of Pythias lodges, 
as well as the Lutheran church. He 
held offices in both fraternal groups. 

Besides his widow he is survived by 
a daughter and a son. 


George A. Schroth 


NEW ORLEANS, LA.—George A. 
Schroth, 80, well known in New Or- 
leans for his skill in rebuilding shoes 
to fit deformed feet or feet hard to fit, 
and as the “dean of New Orleans shoe 
rebuilders,” died at his home recently 
after an illness of two months. 

Mr. Schroth, a native of New Or- 
leans, began his apprenticeship in 1873 
as a shoe rebuilder. Less than a de- 
cade later he established himself in 
business and some 45 years ago moved 
into the shop at 700 Camp Street. 

The rebuilding of special-shaped 
shoes will be carried on by his son, 
W. H. Schroth, and a stepson, William 
Hanning. Mr. Schroth specialized in 
building shoes to doctors’ prescriptions 
and was active in business until about 
three months ago. 


Frank E. Fay 


HOLyYokE, Mass.—F rank E. Fay, for- 
mer shoe merchant and for the past 
30 years a shoe clerk at T. S. Childs, 
Inc., died suddenly a short time ago in 
his home. He was 77 years old. 

A native of Felchville, Vt., which 
was founded by his ancestors, at the 
age of 16 he went to Portsmouth, N. H., 
to learn the shoe business. 

In 1880 he came to Holyoke and was 
associated with his father in the shoe 
business. Later with his brother-in- 
law, he opened the shoe firm of Fay & 
Shumway, one of the city’s best-known 
shoe establishments, which was wiped 
out by a disastrous fire in 1907. Mr. 
Fay joined the sales force of T. S. 
Childs, Inc., in 1908 and continued there 
until his death. His widow and two 
sons survive him. 


William A. Burrows 


DANIELSON, CONN.—William A. Bur- 
rows, proprietor of a retail shoe store 
here for 70 years, died recently after 
a long illness. He would have been 85 
years old the day after his death. 

Mr. Burrows was often referred as 
the dean of Danielson business men 
because of his long business career and 
his active support of civic and chari- 
table efforts. 

Mr. Burrows took over the shoe bus- 
iness when he was but 15 years old, his 
father having previously operated the 
business. The business is reported to 
be 106 years old. 

He is survived by two daughters. 
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Zebina Dodd Taylor 


NEWARK, N. J.—Zebina Dodd Taylor, 
84, old-time shoe merchant of Newark, 
died recently. 

As a young man Mr. Taylor went 
into the shoe store established by his 
father, the late Major Charles M. Tay- 
lor, a Civil War veteran. The concern 
was Taylor & Williams and was oper- 
ated many years at 157 Market Street. 

After spending several years in this 
concern, Mr. Taylor became shoe buyer 
for Stoutenburgh & Co., one of the 
old-time clothing concerns on Broad 
Street. Before his retirement, several 
years ago, Mr. Taylor was with the 
Lyndon E. Stoutenburgh Co. 

Mr. Taylor was a member of Corin- 
thian Council, Royal Arcanum, and 
a charter member of Anthony Wayne 
Council 159, Jr.0.U.A.M. He leaves his 
wife and a son, Robert B. M. Taylor. 


Emanuel Meyer 


MAPLEWOOD, N. J.—Emanuel Meyer, 
69, died recently at his home. He. had 
long been ill with a heart ailment. For 
more than 30 years he had been a 
partner in the firm of Kreamer & 
Meyer, operating a shoe store at 172 
Springfield Avenue, Newark. He retired 
five years ago. He was a member of 
Tri-Luminar Lodge, F.&A.M. of New- 
ark, the Newark Lodge of Elks and 
the Progress Club of Newark. He 
leaves his wife, Mrs. Florence Meyer; 
two brothers, William, of Maplewood, 
and Abe, of Chester, and three sisters, 
Mrs. Albert Leon, of Perth Amboy, 
Mrs. Isabel Mayer, of Newark, and 
Mrs. Max Cohen, of Bethlehem, Pa. 


Ray Willner 


DayTON, On10—Ray Willner, 43, con- 
nected with the shoe department of the 
Rike-Kumler Company for the past 15 
years, died February 26 at his home, 
here, after an illness of several months. 
He had spent considerable time in a 
local hospital. 

He was widely known among Dayton 
shoe men and had been a resident of 
this city for the past 37 years, coming 
from Germantown, Ohio, where he was 
bern. 

Mr. Willner was survived by two 
sisters. Burial was in Germantown. 

Elmer Blomquist, head shoe buyer at 
Rike-Kumler Company, headed a dele- 
gation of shoe men from Rike-Kumler 
Company, which attended the funeral 
services. Mr. Willner had been a mem- 
ber of the Dayton Shoe Retailers Club, 
which had sent him flowers at various 
times while he was in the hospital. 


Wilbert M. Hart 


WapsworTH, O.—Wilbert M. Hart, 
69, Wadsworth, O., shoe merchant for 
many years, died at the Wadsworth 
Hospital Feb. 21, following an opera- 
tion a week ago. His widow and two 
sons survive. 








Fkennox 


SAINT LOUIS 


OVER 50 OF ALL ROOMS $3.50 OR 
LESS, SINGLE; $5.00 OR LESS, DOUBLE 








Stores Hold Promotions 


BUFFALO, N. Y.—The biggest sale of 
February was held by E. W. Edwards 
& Co., which is moving on May 1 to 
a building formerly used as its ware- 
house on the triangle bounded by 
Franklin, Pearl and Genesee Streets. 
This sale was heralded as the “Million- 
Dollar Removal Sale,” and was store- 
wide, including the shoe department, 
where some bargains were offered. The 
Baker Department Store included its 
shoe department in a special “Mill-End 
Sale.” Retail shoe stores in the down- 
town area also held a number of re- 
duced-price sales. 

While all of these sales succeeded 
in moving a large volume of merchan- 
dise, there continues to be complaints 
by shoe dealers that profits are light 
and that the shoe business is far below 
its standard of last year. About this 
time last year some of the retail stores 
were beginning to increase their sales 
forces, while today some have been 
forced to operate with very light help. 
Sales of rubbers have been fairly satis- 
factory. 

There is a belief and strong hope 
that 1938 will witness better trade dur- 
ing the latter half than during the first 
half. The various remedial measures 
proposed at Washington, it is believed, 
will require a few months for their 
effect to be felt. 


Store Features Novel 
Radio Program 


INDIANAPOLIS, IND.—Just what does 
a salesman say to a customer, and just 
what does the customer say to the 
salesman during a demonstration? The 
answer is being put on the airwaves, 
where the actual conversation between 
customer and salesman during a fitting 
with a pair of special-made health 
shoes. This novel idea is a weekly 
feature over Station WFBM, Indian- 
apolis, from the salesroom of the 
Stroupe-Tucker Shoe Company. 
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Buffalo Retailers Meet 


BUFFALO, N. Y.—Support for the 
Wright Patman bill, which would tax 
chain stores, was voiced at a _ well- 
attended meeting of the Buffalo Shoe 
Retailers Association at the Hotel Stat- 
ler, March 2. The discussion of the 
measure resulted in a resolution to 
contact New York’s senators and con- 
gressmen and urge them to support the 
bill. 

Secretary Oliver LaReau, in accor- 
dance with the sentiment expressed at 
the meeting, has written a letter to 
Congressmen James M. Mead, Alfred 
M. Beiter, William G. Andrews, Wright 
Patman and Senators Royal S. Cope- 
land and Robert Wagner, representing 
that the Buffalo association has on its 
membership rolls 93 per cent of the 
independent shoe retailers of the city, 
and concludes with this statement: 

“Nothing will help the little retailer 
more than this tax. So, therefore, we, 
as independent shoe retailers, are 
heartily in favor of this tax and we 
trust that you will use your influence 
and vote for this measure when it 
comes up.” 

Another legislative matter discussed 
was that of factories, garages and 
others who sell shoes at cost to their 
employees. The association, through 
Assemblyman Harold Ehrlick, will soon 
present a bill in the New York Legis- 
lature which will prohibit such selling 
under penalty of a heavy fine. The 
New York State Shoe Retailers Asso- 


ciation will support the stand of the | 


Buffalo association on this matter. 





New Catalogs 


Acknowledgment is made, with 
thanks, for the following catalogs of 
Spring and Summer shoes, sent to the 
REcORDER for filing and reference: 

Craddock-Terry Company 

Geo. D. Witt Shoe Company 

Brown Shoe Company 

Nunn-Bush Shoe Company 

Red Wing Shoe Company 

Billiken Shoemakers 

Natural Bridge Shoemakers 


Renew Shoe Stores 
[CONTINUED FROM PAGE 33] 


tive. Sometimes this can be accom- 
plished on the outside, simply by in- 
stalling new window backgrounds in 
colors appropriate for Springtime, and 
by giving careful thought to a series of 
appropriate window displays. Inex- 
pensive fabrics in soft pastel colors will 
often provide an inexpensive back- 
ground material that will change com- 
pletely the impression the customer 
gets from your windows, after a long, 
dreary Winter. Always remember that 
the moods of people change in Spring- 
time and that means stores must 
change their outward appearance and 
their interior atmosphere to harmonize 
with the quickened tempo of the season. 








» 
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A Buying Guid 


BOOTS AND SHOES 


BROOKS SHOE MFG. CO. Philadelphia, Pa... ...... 2.0... ccc cc csssccecceceeueces 40 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass.............0..0 cece cece eeee 42 
CONJUR, H., SHOE CO., INC., Brooklyn, N. Y.....0 2000000 ccc cece cece cee euee. 40 
CONNELL, J. M., SHOE CO., S. Braintree, Mass..........0.0. ccc cccecucccececuces 43 
DANVERS SHOE CO., Newburyport, Mass..........000000 0000 cece een e cece eeceeeee 38 
ENDICOTT JOHNSON CORP., Endicott, N. Y...............-..05. ; PO ES inne ees 2.3 
FREEMAN SHOE CORPORATION, Beloit, Wis...........0.0 00.0 ccc cceeeceuecuvees 10 
GREAT EASTERN SHOE CO., Boston, Mass.......... 20.000 ccc cece ccccccecceee. 43 
JOHNSON-STEPHENS & SHINKLE SHOE CO., St. Louis, Mo...........0... 000 cee. 24, 25 
MANFIELD & SON, Philadelphia, Pa.................5. le Rebeeal ta Pe es 39 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.............. We 525 7 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass...........-.ccccceccucecceucs 338 
nee Sere, mle: WHEDN coc rhc ork eee i eee Ee a 


LEATHER AND OTHER MATERIALS 


Suu ree en Dian we MAW NGIE, 5c 568 ohne 0k ck cn Bake hoes 36 
COLONIAL TANNING CO., Boston, Mass...........0000 000 ccc ccc ccccecccceccecces $ 
ENGLAND-WALTON DIV. OF A. C. LAWRENCE LEA. CO., Boston, Mass............ 34 
VRS FOIE Ba OD, Gamelan) Noinhscis oc 55 5c cs oe cic ccc oc Sb utes ee 8 
GOODYEAR TIRE & RUBBER CO., Akron, O....... 00000000 cece cece eee. 23 
PANTHER PAMGO CO. Cholees, Mats... 0.5... ccc ec cece ececceceseecs 3rd Cover 
I AUNT eg ook oc ccc ae tec roe nos 38 
SLATTERY BROS. TANNING CO., Boston, Mass............0... ccc cccceeeeccbeuccs 40 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


CAVALIER CORPORATION, Baltimore, Md.............. 00 ccc ccc cece ccc ceccecee 39 
COMPO SHOE MACHINERY CORP., Boston, Mass........... 00.0 ce cece eeu ceeuees | 
DU PONT, E. I., DE NEMOURS & CO., INC., Arlington, N. J.......00000000.000000. 33 
OSMIC CHEMICAL CO., Brockton, Mass.............00 00000 cece ec eee ccc eeeee ; oF 
SIGNAL CHEMICAL CO., Boston, Mass................ ccc ccc csscececsevevecencs 38 
Pee Sette PIMMCMIONER, FB. oo 55 bbs SRS Soo SARL he Lege ah 46 
UNITED SHOE MACHINERY CORP., Boston, Mass.................. 4, 5, 2nd & 4th Cover 
VULCAN CORPORATION, Portsmouth, O........... ccc ccc cee cececuceeevees Front Cover 


STORE EQUIPMENT AND ACCESSORIES 


Pe er is PRONE lesa cas 6 kas Swi Pane bs coe bE bats RadileaeVeuve dees 42 
INTERNATIONAL SEAT CORP., Chicago, Ill.............. 0.0 ccc cece cece ees 40 
MOHAWK CARPET MILLS, New York City............. 0. ccc ccc ccc cee ce cece 31 
SCOTT FOOT APPLIANCE CO, Omaha, Neb..............0.00.0. 0 ccc ccc cece eens 29 
SMELTZER,. E:-G., GO., Indianapolis, lnd...00 6. ci cbs cee bees... 43 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City......... 200.0000 ccc c ccc ccc cece cee eees 46 
DOU MMU, OE COON Wieck opis ooo ko 50 oc cdie yc d ewes ee eeis wheuwwecds ca. 47 
KIRSCH-BLACHER CO., INC., New York City............000 000 cece cece 46 
LORD BALTIMORE HOTEL, Baltimore, Md............... 0c ccc cee cece ccc eesues 37 
a ee enc sack sade ee « cwLe cpualaydeses: 4% 
STEPHENSON LABORATORY, Boston, Mass..............0.00 0000 c cece ccc cceceee 4b 
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Those who walk with VITALITY 


walk with 




















CHILDREN’S , 
AAAAAto EEE AAA to G, AtoE es? 
Sizes 2 to 11 Sizes $ to Sizes 1 to6 $2.50 to $5.00 
$6.75 and $7.50 $5,$6and $6. 4s $4.00 and $4.50 
Priced according to size 


WOMEN’S MEN'S 


Vitality Growing Girls Goodyear Welt and Sbicca-Delmac construc- 
tion shoes, (Thrift Grade) $5.00. Thrift Grade Shoes for Women $6.00. 
Vitapoise Feature Shoes for children $3.50 to $6.00, priced according 
to size. Vitapoise Feature Shoes for Men $6.75. 


AMBASSADOR 


More and moze comfort for the wearer becomes a 
part of the service that is expected from progressive 
shoe dealers. In se with this demand, Vitality 
poanety offers in-stock service on special feature shoes 
or women, men and children. 
POISETTE feature shoes for women include a selec- 
tion of patterns on proved lasts that include the feature 
of the moulded insole to provide additional support 
for the wearer. 
VITAPOISE feature shoes for men embrace two lasts 
that are specially designed. Semi-flexible at the shank, 
they are tight fitting at the arch and heel and allow 
ample room at the tread. And they provide a slight 
inside heel elevation for proper foot alignment. 
VITAPOISE feature shoes for children are correctly 
wedged heel shoes that aid the growing foot. This last 
is beautifully op alae a none of its smartness 
through the fact that the heels carry the extra inside 
elevation. 
The field for feature type shoes is growing. The alert 
dealer recognizes this fact and keeps his stock sized 
regularly on POISETTE and VITAPOISE shoes. 


VITALITY SHOE COMPANY -e« ST. LOUIS, MO. _ 
Branch of International Shoe Co. 


VITALITY 
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->-sold the world over , 
on the hasis of mezit 


REINFORCED-EDGE SHUGOR. 
gives double the wear where the wear comes. It per- 
mits SHUGOR to remain attractive and serviceable, 
and satisfy customers. It actually outlasts the rest of the 
What more can one ask? 


From Afghanistan to the Antipodes; from Madagascar to 
Minnesota; from Tibet to Timbuctoo; SHUGOR is sold 
and has been sold for generations. It is the world's best 
shoe goring value. 


While many other shoe gorings have come and gone, 
down through the years SHUGOR has remained supreme. 
It is made by specialists, who, during three generations 
have developed the art of weaving elastic shoe goring to 
the highest degree, designing and constructing their own 
looms, and actually "living" with goring for more than 
70 years. 


Most recent and most sensational is the new 


Fe... 
THOMAS TAYLOR & 


INCORPORATED 


Its patented weave 


shoe. 
Instantaneous universal acceptance greeted this remark- 
able development in SHUGOR and today the REIN- 
FORCED-EDGE is specified by practically every outstand- 
ing manufacturer of women's shoes. 

If you are not acquainted with REINFORCED-EDGE 
SHUGOR write for samples of our Spring, 1938 
line, NOW. 





BOOT AND SHOE RECORDER, March 


etn @ way \ 


wae aN 


19, 


VW 


TIME OUT for a case of shoes! 


Production delays caused by wet and dry solvent 
type box toes prevent your shoes from speedy trans- 
fer to retailer’s shelves. TIME OUT for last ptep- 
aration; for rest periods on the wood to permit 
moist box toes to harden; for repairing patent leather 
fractures; all add to manufacturing cost and subtract 
from your customer’s good will when needed shoes 
are delayed in delivery. 

Beckwith hot and cold type box toes produce dur- 
able trim-appearing finished toes without requiring 
time out periods. Write for a demonstration proving 
how Beckwith box toes give quality results and a 
time-saving bonus as walk 





BECKWITH BOX TOES 


MANUFACTURING CO. DOVER, N. 


BECKWITH 


SHERBROOKE, QUEBEC 


AGENTS: GEO. A. 


SPRINGMEIER CO.,, 


CINCINNATI, 


MILWAUKEE, WISCONSIN 


On1O WRIGHT GUHMAN CO, ST. LOUIS, MO. 
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More than half of the women in America want and need 
shoes that will give them real, solid, all-day comfort. 
But only a tiny percentage of those women can afford to 
pay what the average quality orthopedic shoe costs. 


Every store that retails women’s shoes can...and should... 
do a healthy business in arch-type comfort shoes. 


If you’re not getting your share of the women’s comfort 
shoe business in your city, stock and promote the Endicott 
Johnson Women’s Health Arch shoes shown on these 
pages. The line includes every wanted type and style, in 
good-looking shoes that give the complete arch-support 
most women need. And they’re built to sell at a price 
every woman can afford. 


Order these shoes from stock TODAY and start to build 
a profitable comfort shoe business this Spring and 
Summer. 


2836—White Side 5 Eye Tongue : 
Tie, Vamp and Quarter Perfora- 
tions, 1544/8 Cuban Heel. Widths 
C, D, B, BR. 8/9. ..0.cseies 1.50 


2837—White Side Oxford, Vamp 
and Quarter Cut-outs and Perfora- 
tions, 11/8 Leather Heel, Rubber 
Top Lift, Widths C, D, EEE. 3/9. 

1.45 
2708—White Side Nurses’ Oxford, 
10/8 Leather Heel, Rubber Top 
Lift. Widths B, C, D, E, EEE. 3/9. 

1.45 


2707—Same in Black Kid. 


ENDICOTT 


at a price 


JOHNSON 


1938 
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woman can 
afford to 


pay 


IF YOU’D LIKE TO SEE 
the complete Health Arch line, 
write your nearest warehouse 
to have a salesman visit you. 


2747—Black Kid 4 Eye Tongue Tie, 
14/8 Leather Heel, Rubber Top Lift. 
Widths B to EEE. 3/10. ....... 1.45 
2749—Same in Black Kid, 10/8 
Leather Heel, Rubber Top Lift. 


2705—White Side Gypsy Tie, 10/8 
Leather Heel, Rubber Top Lift. 
Widths B, C, D, E, EEE. 3/10..1.45 


ENDICOTT, N. Y. 


i is) 9705 
a 


2745—Same in Black Kid. 
2743—Same in Black Kid, 10/8 Leather 
Heel, Rubber Top Lift. 

2744—Same as 2743 Except White. 


2834—White Side Gypsy Strap, Vamp 
and Quarter Cut-outs, 14/8 Leather Heel, 
Rubber Top Lift. Widths C, D, —" 
RMT g aidlsvin ch. since 00-0 COME ee tae Ras 1.4 


2835—Same in Black Kid. 


2840—White Side Front Strap, Vamp 
and Quarter Cut-outs and Perforations, 
16/8 Cuban Heel, Widths B, C, er 
SR aoe eos ssc hectlamecneeates s 1.50 


2842—Same in Black Kid. 


2839—White Side 4 Eye Tongue Tie. 
Quarter Cut-outs, Seamed Vamp, 16/8 
Cuban Heel. Widths B, C, EEE. 3/9. 

1.50 


ST. LOUIS, MO. e 


Be 


NEW YORK CITY 
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SHOE 
CENTER Wa 


SHOE MANUFACTURERS 
acvenes WOOL SKIN apes co., 
G@. Ri Fred 
genera line of sheep “skin slippers, 59¢ to 


WULIUS ALTSCHUL, tne., 
growing | 7 sir’, misses’ and children’s shoes, MANISTEE SHOE MFG. Co., 
to $7. . Riley, Fred 


ARTCO SHOE Co., 
Abe H. Goldberg, 
Women’s ‘‘Sbiccas,’’ $4.00. 


@RADLEY-GOODRICH CO., Ine., 
Howard J. equist, 
Men’s Turn Sole Slippers, $8.50 to $10.00 


ey, 


General line of sheep skin slippers, 50¢ +: 


G. MEHRINGER & pe.. ine., 
Howard J. Engqu 
Terry cloth Bath Mules, $1.25 to $2.50 


MELROSE a sag” co., 
Samue! Wax and Simon W: 
Slippers on sandals, $1.00 to $2.00 


THE MILLER SHOE CoO., 
Fred H. Wendt, 
Women's Health Building Shoes, $7.50 to $10.00 


MONDL MFG. COMPANY, 
Howard J. Engquist 
Sheepwool Footwear, 59¢ to $4.50 


MAT Pat BRIDGE SHOEMAKERS, 
W. McHenr: 


enr. ye, 
Nature Bridge Women’s Shoes, $5.00 to $6.00 
and Billiken Children's Shoes, $3.00 to $4.00 


OWENS SHOE CO., 
Charles Giles. 
Slippers and Tap Dancing shoes, $2.25 up. 
QUEEN QUALITY SHOE Co., 
Julian H. pman, 
Women’s high grade shoes, $6.50 to $10.00 
acees weeoen SOLE SHOE CO., 
Engqu 
wanden recole Footwear, $1.00 to $7.00 
E. P. Pg & COo., 
sone. 


women _ qual “Collegebred,”” 
‘*Sportview”’ — venratele” shoes 


ncereul, fot Coe WEAR co., 
Raym 
Shirley Temple ssi eM $1.00 to $2.00, Beach 
ounéon. ° § General line of House 
Slippers, Jeather “and soft soles, $1.00 and up 
R. J. SAWYER, Ine., 
Howard J. Engquist, 
Camp and Hunting Footwear, $2.50 to $12.00 
SOL-EASE FOOTWEAR CO., 
Simon Wax, 
Slippers, $2.50 to $3.50 
SWAN SHOE CO., Ine., 
Howard J. Engquist, 
added and Pre-welt sole slippers, $1.65 te $6.00 
TUPPER SLIPPER CO., 
Simon War, 
Slippers and sandals, $1.95 to $4.95 
vareaeet. SHOE MFG. CO., 
. Marks, 
woes. “ Gampes. $3.00; Women’s Uco and 
Welts, $4.00; Women’s Delmacs, $4.00; Growing 
Girls’ Welts, § $3.00 and $4.00; Men’s Welts. 
$3.00, $4.00 and $5.00 
WISCONSIN SHOE COMPANY, 
Howard 


owa! le squist, 
Complete Line Athletic Footwear, $3.00 to $13.00 


RETAIL SHOES 


KLING’S THEATRICAL SHOE Co. 
NURSE SHOE CO. 

O'CONNOR & GOLDBERG 

OR. REED CUSHION SHOE Co. 


OTHERS 


ARNOLD BROS. & CO. (lasts) 
BEE HIVE SHOE REPAIRING Ce. 
BOOT & SHOE RECORDER 
CAMERON & CO. (shoe store seating) 
H. J. COLLIS MFG. CO., 
Howard J. - age 
Fpacte and Lea Ankle Supporters, $1.00 to 


SROWN enee ¢ co., 
Howard J. 


Comp! lete aa line plus ,Bationally | avertised 
women’s “‘Airsteps’’, ‘s ‘“‘Airsteps,”’ ‘Buster 
Brown’’ shoes for children, Boy and Girl Scout 
Shoes. 


CENTRAL SHOE CO., 
John Thors fl I. J. Ginsberg, M. Weiss, 
— ~ 1 ‘it | ti lly dvertised 
= te genera ine plus nationa a sec 
en's and women’s “Pe Eze.” “‘Robin il 
chess for children. Boy and Girl Scout Shoes 
onstmon Nuys, SHOE AND LEATHER CO.., 
te 
** “Footsaver,”’ and ‘‘Mansfield’’ shoes 
THE COPELAND AND RYDER CO., 
Fred H. Wendt 


Men’s 2nd Women’s ‘‘Copeg’’ arch shoes. $9.50 
to $11.00. 


onapesen —" co., 


ai 
Men" “y canal 8 and children’s shoes, general line 
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consray boDD a co., 
lulian H. 
Women’s high yr shoes, $6.50 to $10.00 


EMPIRE SPECIALTY FOOTWEAR Co., 
Harry J. Kee 
Men's and Boys’ di nose ese, west shoes and Hi- 


cuts. Ladies’ and "entidren shoes. ‘‘Standon’’ 
tennis shoes. Rubber footwear 
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EPHRATA SHOE CO., 
clk L. 


and misses’ quality welt shoes, in 
Tost $2.00 to to $4.00. 


FRANZEN ty vg 4 SLIPPER Co., 
Slippers, $1.00 te $1.50 
INTERNATIONAL a co., 
Julian H. Chapm: 
Women’s high Gaede choee, $6.50 to $10.00 
aay SHOE Co., 
be H. Goldberg, 
Women’ 8 “Sbiceas $4.00. 
RatgnTe-Al.an on, Ine., 
Men’s Turn sole slippers, $3.00 to $4.00 
KNIGHT SLIPPER MFG. CORP., 
Howard J. st 
Padded sole slippers, 79¢ to $2.50 
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FELTMAN & CURME SHOE STORES CO. 
(general offices) 


STEPSOFT PRODUCTS CO., 
Howard J. Engquist, 
Insoles, Heel cushions, ete., 10¢ to 25¢ 












* 


Striped, multicolor 87 on this 
wedge heel and midsole shoe, 
retailing for $3.00. 


* 





Another distinctive creation 
in Quality 87, by the House 
of Pfeiffer. 






ZAPON DIVISION 


ATLAS POWDER CO., STAMFORD, CONN. 
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THE DEARBORN, S-772; a wing-tip custom style in genuine white buckskin 
with black calf trim; also with brown calf trim, S-773. TO RETAIL AT $10 


FLORSHEIM PRICES ARE LOWER! 


The same superior quality that has built the largest fine shoe 
business in the world... at lower retail prices . . . makes 
Florsheims, this Spring, even greater values than ever. And, 
there are over 125 fast-moving styles in the Stock Depart- 


ment... evidence of our determination to serve our dealers. 


MOST REGULAR STYLES AT $ 3 0 


| 7 Vrsttlin SHOES FOR MEN 


THE FLORSHEIM SHOE COMPANY e Manufacturers e CHICAGO 





